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PLANTS PUSH USED CARS 


(a5 


Sparks 


Home to Roost 
Gold. Rush 
Inside Stuff 

Back with Rick 

Out of the Trenches 


> ser 


By ' 


Chris Sinsabaugh 


Gs I AFTER previewing the 
new models of the company 
in early October: “Hudson has 
more on the ball than it ever 
had in any one of its previous 
years.” 

Now, two months and a couple 
weeks later, those wordy chickens 
have come home to roost, but 
without the dire meaning un- 
usually conveyed by this old say- 
ing. Every one of the word- 
chickens has hatched, as I dis- 
covered when I dropped in at the 
home nest out Jefferson avenue 
way to check results of the 
quarter which ends New Year's 
eve. 

> * ” 

HUDSON, and by that I mean 
both Hudson and Terraplane, has 
exceeded its production projection 
for the three months by building 
35 per cent more cars than origi- 
nally planned, President Roy 
Chapin told me. Proof, a column 
‘Onductor might well say, that the 
company’s dealers feel they have 
found the pot of gold at the end 
of the rainbow to be nothing 
more or less than a Hudson- 
Terraplane account. There must 
have been an old-fashioned gold 
rush on the part of the dealers 
following the announcement, for 
I am informed that since early 
October more than 400 new 
dealerships have been handed out 
by the company’s distributors. 


. * * 


“HUDSON’S franchises have 
made many dealers wealthy men 

that’s traditional,” said the 
president of the company, former 
Secretary of Commerce during 
the Hoover administration. “Natu- 
rally, during the depression, this 
was not so pronounced, but now 
I find plenty of evidence that 
holders of our franchises are 
again wearing that contented look 
that goes with a growing bank 
roll. 

“The public is back in the 
market for automobiles—that I 
am certain. The fear of buying 
automobiles and being criticized 
for so doing by employes and 
neighbors has vanished among 
employes and that’s won back 
many of the well-to-do who have 
been operating old models for this 
very reason.” 

* * - 


AND THE PRESIDENT of 
Hudson has a decided and favor- 
able opinion on the value of early 
announcement of new models. In 
the quarter which is ending he 
finds that sales are close to the 


(Continued on Page 14, Col. 3) 





Roper Exhorts Indus 


o—— 


Wants Makers to 
Run Present War 


On Trafhie Evils 


By WILLIAM ULLMAN 


Washington, Dec. 20.—Outstand- 
ing among multitudinous develop- 
ments coming out of Secretary of 
Commerce Roper’s Accident Pre- 
vention Conference this week was 
a double-barreled exhortation to 
the automotive industry to take 
leadership in the growing war on 
highway tragedies. 

Said Secretary Roper in his 
oratorical opening of the confer- 
ence: 

“Among other things the inter- 
ested public desires to know, as 
reflected by letters and visits to 
my desk, are these: Why is it 
necessary to manufacture cars 
with speeds of from 8:0 to 100 
miles an hour? What steps are 
being taken by dealers to insure 
the public against high - speed 
cars being sold to reckless, dis- 
abled or incompetent drivers? 
Have certain manufacturers, es- 
pecially in the light car field, ef- 
fected economies, particularly in 
bumpers, making cars less safe? 
Why, with all the engineering 
skill that the industry possesses, 
has no greater progress been 
made in taking the dangerous 
glare out of headlights? What 
definite steps does the industry 
plan to take to help eliminate old 
and unsafe cars from the road? 
What is it going to do on its own 


(Continued on Page 10, Col. 1) 


Federal Adds 
Four-Cylinder 
Light Trucks 


Detroit, Dec. 20. Announce- 
ment that a new % to 1 ton truck 
with four-cylinder engine is now 
in production has just been made 
by the Federal Motor Truck Co. 

According to a statement by 
Martin L. Pulcher, president, this 
new model 10 truck was created 
to fill the gap that now exists be- 
tween the %-ton commercial car 
chassis and the heavier 1%-ton 
truck, and designed specifically 
to care for the needs of concerns 
such as bakers, dry cleaners, laun- 
drymen, butter and egg dealers, 
and others with light, bulky loads. 

This new model has every in- 
tegral part designed and built spe- 
cifically for truck service. Low 
maintenance and economical op- 
eration is claimed for the four- 
cylinder engine which is said to 
give approximately 50 per cent 
greater gasoline economy than 
that obtained with most engines 
now used in 1%-ton trucks. 

The price of the new truck is 
$545 f.o.b. Detroit for the stand- 


(Continued on Page 14, Col. 1) 
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HIGHWAY PROBLEMS engross American Assn. of State High- 


way officials at Coral Gables, Fla 


.. left to right: J. H. Dowling, chief 


engineer, Florida; C. B. Treadway, chairman Florida Highway Com- 
mission; Norman K. Haig, in charge of federal and state sales fo: 
the General Motors Fleet Sales Corp., Detroit; A. W. Brandt, com- 
missioner of Highways, New York and president of American Assn. 
of Highway Officials; W. C. Markham, executive secretary, American 


Assn. of Highway Officials. 


GM Will Build 
New Die Plant 
At Grand Rapids 


Detroit, Dec. 20.—Plans for the 
construction of a new plant at 
Grand Rapids, Mich., to produce 
dies and body stamipings for var- 
ious General Motors passenger 
cars were announced today by 
Edward F. Fisher, of Fisher Body, 
who revealed that expenditures 
for this new activity may exceed 
$7,000,000. 

The factory, which will be 
known as the Grand Rapids 
Stamping Division of General 
Motors Corp., is to be operated 
by the Fisher division. It forms 
one of the major steps in the ex- 
pansion program now being 
undertaken by the corporation’s 
body-building organization. 

Del S. Harder, now attached to 
the staff of Thomas P. Archer, 

(Continued on Page 23, Col. 3) 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN today. 
1935 1934 
Pos. Make Pos. 
1—743,866 Ford 505,230— 1 
2—562,864 Chev. 491,607— 2 
8—334,950 Plym. 283,682— 3 
4—153,150 Dodge 83,085— 4 
5—127,747 Olds 66,945— 6 
6—123,020 Pont. 68,375— 5 
7— 67,944 Buick 56,621— 7 
8— 64,290 Hud.* 55,424— 8 
9— 36,346 Chrys. 25,413—10 
10— 34,538 Stude, 38,090— 9 
*Includes Terraplane, 
Total All Makes 
2,391,294 1,759,241 

See total registrations to 
date—pages 20 and 21, this 
issue. 


‘Cab Forward’ 
Trucks Added 
By Studebaker 


South Bend, Ind., Dec. 20. - 
Studebaker has entered a “cab 
forward” series of Metro trucks 
in the low price field, f.o.b. prices 
running from $595 up. 

More payload space, easier 
handling and better visibility are 
claimed for the new models. The 
chassis and cab are built complete 
in one factory. 

In designing the truck, engi- 
neers kept in mind servicing and 
adjusting, and claim easy access 
to carburetor, fan _ distributor, 
water pump wiring and spark 
plugs. The entire engine can be 
removed from the front end. A 
wide front axle is said to provide 
30 per cent shorter turning radius. 
The engine hood is lined with 
insulating material one inch thick 

(Continued on Page 18, Col. 1) 


110,559 Ford V-38’s 
Produced in U.S.., 


Canada in Nov. 


Detroit, Dec. 20.—Production of 
Ford V-8 cars, commercial cars 
and trucks in November totalled 
110,559 units, it was announced 
today. 

The total included 104,233 units 
produced in the United States and 
6,326 units built by the Ford 
Motor Co. of Canada, Ltd. 

Ford production is now in full 
swing at the Rouge plant here 
and at assembly branches, 
throughout the country. 


Dealer, Factory 


Work Together 
To Move Stocks 


Inventory Rise Halted; 
6-Week Supply Seen 
At Current Rate 


By WILLIAM C. CALLAHAN 
Managing Editor 


Detroit, Dec. 20.—Bat- 
tling the used car bugaboo 
is the industry’s pet pastime 
at the present moment. 
Stocks are high, to be 


sure—approximately six week’s 
supply on the basis of current 
demand—but this is not catas- 
trophic and during the past three 
weeks the rate of increase has 
been greatly slowed and in some 
cases entirely arrested. "ee 

Nevertheless, the seriousness of 
the situation is not to be sneezed 
at. Careful trading and aggressive 
selling, or vice versa, form the 


There will be no Pink Edition 
of ADN, Xmas Day, Dec. 25. 


waterwings upon which the 
dealer must depend to keep his 
head above water until next 
spring. 

Editorially on Nov. 19, Auto- 
motive Daily News pointed out 
the moving of the new car an- 
nouncement date forward from 

(Continued on Page 3, Col. 1) 


Chicago May Be 
Host for Next 
AST Exhibition 


Detroit, Dec. 20.—Chicago, from 
all indications, will be host to the 
parts and equipment manufact- 
urers and the automotive jobbers 
of the country when they attend 
next year’s Automotive Service In- 
dustries Show. 

While this will not be definitely 
decided until the combined com- 
mittee of the show sponsors meets 
some time early in March and 
officially ratifies the selection of 
the city and the building, officials 
of the organizations which spon- 
sored the show this year seemed 
to be in universal accord that 
Chicago will get the show. First 
choice for the building is ac- 
corded the new Amphitheatre, 
with the Navy Pier running a 
very close second. 

While the attendance at Atlan- 
tic City, with no official atten- 
dance figures available at this 
time, seemed to indicate an in- 
crease over the attendance at 
Cleveland last year, it is thought 
by many that holding the show in 
a more centrally located city will 
pull a greater jobber attendance 
nationally. 

The larger and better jobbers of 
the west coast were practically all 
represented at this year’s show by 


(Continued on Page 16, Col. 1) 
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FHA Loans Serve to Increase Business, Firms Say 


Automotive Loans Total 


$1,500,000 in 3 Months 


Special to 

Washington, Dec. 20. 
from the automotive industry in 
representative sections of the 
country prove that use of the 
Modernization Credit Plan of the 
Federal Housing Administration 
has served to increase business 
by a large percentage in almost 
every instance. 

Under the National 
Act as amended, the Federal 
Housing Administration can in- 
sure modernization credit up to 
$50,000 extended by private fi- 
nancial institutions for the altera- 
tion, addition, repair or improve- 
ment to certain types of prop- 
erty including plants for the 
manufacturer of automobiles and 
supplies and buildings for the 
sale of such products. The pur- 
chase and installation of certain 
types of machinery and equip- 
ment are also eligible provided 
they are peculiarly adapted to 
the business conducted on the 
property or necessary to its op- 
eration. 


Responses 


Housing 


Material Benefit 

During the three months of 
August, September and October, 
a total of 2,398 notes having a 
total value of $1,500,000 were 
made by private financial insti- 
tutions and insured by the Fed- 
eral Housing Administration for 
the improvement of commercial 
garages, automobile repair shops 
and filling stations. 

Of this amount two-thirds have 
been spent on the purchase and 
installation of machinery and 
equipment and the balance on 
the improvement of buildings. 
The stimulation the automotive 
industry has _ received through 
this medium is shown in the an- 
swers of 32 members who were 
questioned as to the result of the 


Modernization Credit Plan in 
their territory. 
Twenty-four members of the 


trade replied that the plan had 
been of material benefit to their 
business, six answered either that 
they had not used the plan or 
had not used it long enough to 
predict the result and two stated 
that they were definitely opposed 
to its term and manner of opera- 
tion. 
Business Up 227% 

The Allen Electric and Equip- 
ment Co., a manufacturing con- 
cern of Kalamazoo, Mich., re- 


ported that it had increased its 
business 227 per cent since adopt- 
Housing 


ing the Federal Ad- 





Automotive 





Daily News 
ministration’s plan in July. Be- 
sides the increase in business the 
same company announced that 
its employment rolls have shown 
a gain of 26 per cent. 

The Bear Manufacturing Co. of 
Rock Island, Ill., which is just 
getting started with sales under 
the Modernization Credit Plan, 
writes that November sales 
showed a 70 per cent increase 
over last year and prospects for 
the future are even better. An- 
other manufacturer, the Lincoln 
Engineering Co. of St. Louis, Mo., 
writes, “We have just started 
selling under the Modernization 
Credit Plan. Have received 60 
deals in one month involving $12,- 
000 in volume. We are quite 
pleased with our results of the 
Federal Housing Administration 
plan.” 

Pay Regularly 

A jobber, the Littlefield-Green 
Corp. of Boston, Mass., writes: 
“The Modernization Credit Plan 
is very satisfactory. Extra busi- 
ness written in the amount of ap- 
proximately $20,000, which helped 
greatly to open new markets for 
material to be used with the 
equipment. Consider Federal 
Housing Administration plan ex- 
tremely worthwhile and hope it 
possible to continue. All accounts 
sold paying regularly.” 

A like report comes from 
Rudolph and West Co. of Wash- 
ington, D. C.: “Federal Housing 
Administration’s Modernization 
Credit Plan has been very satis- 
factory. Our sales on automotive 
equipment have shown substan- 
tial increase and have been stim- 
ulated with this plan of financing. 
We endorse its continuance.” 

Wholesalers, too, find the plan 
stimulates their business. The 
Kansas City Automobile Supply 
Co. of Kansas City, Mo., writes: 
“Most recent percentage of in- 
crease of sales since using Mod- 
ernization Credit Plan on equip- 
ment sales at least 60 per cent. 
Suggest the plan be continued in- 
definitely.” 

Convenient Terms 

The Springfield Auto Supply Co. 
of Springfield, Ill., added their 
commendation: “Business this 
year will show 35 per cent in- 
crease, this increase due largely 
to convenient terms made pos- 
sible by Federal Housing Admin- 
istration insurance. Better equip- 
ment enables garagemen to sell 
more parts.” 





BOARDWALKERS at the ASI show were (left to right): 


Phil 


Marshall, sales manager of the Tire & Trading Co., Newark, N. J.; 
W. G. Hatch, of the Packard Electric Co., and Fred Ruff, president 


of the Tire & Trading Co. 








WEST COAST SANTA wears the Shrine cap of Islam Temple and 


has no whiskers. 


Here is William L. Hughson, Ford distributor of 


San Francisco, bringing joy to a Shrine-supported hospital. 





Chevrolet Breaks Record 


For New, Used Car Sales 


Dec. 20.—Records for | the advantages of purchasing be- 


Detroit, 
sales of both new cars and used 
cars in the first 10 days of De- 
cember were broken by Chevro- 
let dealers in the United States. 
Sales of new units totaled 24,122, 
more than double the sales for 
the same period last year, and a 
new all-time record for the open- 
ing period of December, accord- 
ing to an announcement made 
here yesterday by W. E. Holler, 
vice-president and general sales 
manager. Used car sales in the 
same period exceeded 35,000, set- 
ting a new record for any 10 days 
in December in the history of the 
company. 

The record-breaking sale of 
used cars is credited by Chevro- 
let’s sales chief to factory-backed 
adv ertising in newspapers, urging 





Plymouth Adds 
New Commercial 


Model to Line 


Detroit, Dec. 20.—A new one- 
half-ton commercial delivery car 
was announced here this week by 
Plymouth. The announcement 
marks the first time the company 
has placed such a car on the 
market. 


The new model 
production and _ shipment. to 
dealers has started. It is avail- 
able for immediate delivery. 

In addition to the Plymouth 
business line, the new unit is de- 
signed to carry all kinds of light 
loads. The large rear compart- 
ment, 44 inches high from the 
floor to the ceiling, is accessible 
through doors that swing out from 
the rear. The compartment is 69 
inches long and 49% inches wide. 


is already in 


Faeh Recovering 


Chicago, Dec. 20.—Al C. Faeh, 
general manager of the Chicago 
Automobile Trade Assn., and man- 


ager of the recent annual show in 
this city, was released from Mercy 
Hospital yesterday and is recuperat- 
ing from a severe illness at his home. 
He expects to return to his desk 
shortly after Jan. 1. 


fore winter sets in. 
The total of 24,122 new units 
sold up to Dec. 10, inclusive, far 


surpassed the previous record, es- 
tablished in 1930, of 13,588 units. 


| Used Car Market Report, 
| announced today the 


| Announces New 
Pocket Edition 
Of Blue Book 


Chicago, Dec. 20.—Supplement- 
| ing its other services, the National 
Inc., 
issuing of 
| the Blue Book retail sales pocket 





| edition. 


This additional book, it is ex- 
| plained, is for the use of dealers, 
used car managers and used car 
salesmen to aid them in selling 
| used cars. It segregates the buy- 
ing operations, covered by the 


| Red Book for new car salesmen, 
|and the selling operations. 


It 
also supplements the large execu- 
tives edition Blue Book which is 
compiled for the heads of the 
business as a control of their used 
car activities. 


A new departure, also just made 
known, will be the policy of issu- 
ing all three of these books on a 
bi-monthly basis. Up to recently 
they came out quarterly. 


Pontiae Shows 


Huge Gains In 
New Deliveries 


Pontiac, Mich., Dec, 20.—Pon- 
tiac continues to show huge gains 
in retail sales when compared 
with similar periods of former 
| years. During the first 10 days 
of December Pontiac dealers de- 
livered 3,180 new cars compared 
with 694 during the same period 
last year and a total for Decem- 





ber, 1934, of 1,704. 


Retail sales of Pontiac cars in 
| the last three months this year 
will practically equal those of the 
| first three months of the year, 





| according to Vice-President A. W. 
L. Gilpin. 





THEY LIKE LOBSTER and had plenty of it at the ASI show in 


Atlantic City. Left to right: 


sales manager, Sealed Power Corp.; 


Bob Shattuck, Les Matthews, general 


O. Zwietrisch and Neil Moore, 


assistant general manager for Sealed Power. 


ATA Threatens to Carry 
Rate Fight to Court 


Washington, Dec. 20—A threat 
that it may carry its fight for 
cancellation of unjustified truck 
competitive railroad rates to the 
courts, 
law to compel cancellation, has 


been made by the National Fates | 


and Tariffs Committee of Ameri- 
ean Trucking Assn. 


The warning was contained in | , ; 
which provides for the preserva- 


a resolution passed by the com- | 
mittee this week providing for es- | 


or ask Congress for a} 


the courts. In the event these 
two steps fail, action by Congress 
would be asked. 


The committee stated that the 
competitive rail rates, many of 
which are below cost and there- 
fore uneconomic and against the 
| public interest, are contrary to the 
policy of the Motor Carrier Act, 


tion of the “inherent advantages” 


tablishment of another committee | of, and the fostering of “sound 


to take the fight to the Inter- 


economic conditions” in truck 


state Commerce Commission, or to | transportation. 


é 





1) 
January to November to stimulate 
new car sales could be successful 
only if the used car buying dur- 
ing December, January and Feb- 
ruary could be likewise stimu- 
lated. The editorial asserted that 
18 used cars must be sold for 
each new car sold and that used 
cars must be moved at least at 
the same pace that new cars were 
moved to avoid freezing dealer 
capital in carry-over used car 
stocks. 

From a survey conducted this 
week it is evident that the indus- 
try is keenly alive to this prob- 
lem. Dealers and factories are 
working hand in hand to keep the 
used cars moving and factory aid 
is being extended to dealers 
through various channels. 

Aiding Dealers 

Practically every company in 
the industry has adopted a cam- 
paign of some sort to create new 
interest in used cars and to em- 
phasize the fact that used cars 
purchased today have been put 
in condition to withstand the rig- 
ors of winter service. Dealers are 
being supplied with such ma- 
terials as advertising plates and 
mats, sales pennants, advertising 
broadsides and helpful informa- 
tion which will tend to create 
confidence on the part of the 
buyer and stimulate the purchase 
of used cars at this time. 

Some factories have established 
special used car departments with 
men in the field to work directly 
with dealers on this problem. The 
results of this united effort is 
shown in the reports that used 
car stocks have shown little or 
no gain during the past few 
weeks and used car sales are pro- 
ceeding at a pace comparable to 
new car sales. 

Bears Watching 

By and large, while the used 
car situation is one that will bear 
careful watching, the concensus 
today is that no immediate danger 
exists and cautious trading plus 
aggressive selling will keep stocks 
on an even keel until the spring 
selling season opens. It is pointed 
out in most circles that employ- 
ment now and during the coming 
few months is likely to prove bet- 
ter than during the same months 
in the past few years. Also there 
is the fact that a certain degree 
of stimulation has been given to 
interest in used cars as the result 
of the early introduction of new 
models. 


(Cc ontinued from Page 
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Dealers and Factories Tackle Used Car Bugaboo 


Inventory Rise Halted; 
6-Week Supply on Hand| 


\ Harvard S. af. ety 


Gets $54,250 
Gift from AMA 


New York, Dec. 20.—Comment- 
ing upon the expanded program 
of the Bureau for Street Traffic 
Research in Harvard University, 
made possible by a gift of $54,250 
by the Automobile Manufacturers’ 
Assn. Alfred Reeves, AMA vice- 
president, said: 

“The AMA is deeply conscious 
of the social and economic sig- 
nificance of the problems of street 
and highway safety and conges- 
tion. It believes that the present 
situation challenges the best ef- 
forts of all agencies in the design 
of sound, technical and admini- 
strative standards. Among these 
agencies are the American uni- 
versities. 

“It was for this reason that 
the automobile industry has in 
the past given financial support 
to the Bureau for Street Traffic 
Research in Harvard University, 
under the direction of Dr. Miller 
McClintock. 

“This has prompted the AMA 
to offer to Harvard University 
the enlarged gift, which it has 
today accepted. This is a part 
of the nation-wide program of 
co-operation in safety efforts, 
which has been undertaken by 
our association.” 

Paul G. Hoffman, Studebaker 
president and chairman of the 
Safety Traffic Committee of the 
AMA, was the original founder of 
traffic research work in Harvard 
University. 


Strict Truck Control 
Suggested in Canada 


Montreal, Dec. 20. Drastic 
regulations designed to control 
bus and truck transportation in 
Canada were recommended to the 
Dominion-provincial conference at 
Ottawa by a committee headed 
by Hon. C. D. Howe, Federal Min- 
ister of Railways. 

The committee submitted 11 
recommendations covering hours 
of labor for bus and truck driv- 
ers insurance and uniformity of 
regulations. The most far-reach- 
ing recommendation suggested 
the Federal Government collect 
information for the provinces en- 
abling them to set rates and fees 
for buses and trucks. 


? 
| 
| 
| 
| 
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CONDITIONS all over the cou 
bile industry is looking forward 
(right) Oldsmobile assistant sales 


ntry are excellent and the automo- 
to a great year, H. A. Trevellyan, 
manager, said on the Pacific Coast 


this week. Trevellyan is shown with Grady Gamble, Portland zone 


manager for Oldsmobile. 


Early 


Show Brings Jump 


In New York Car Sales 


New York, Dec. 20.—First evi- 
dence of the success of the new 
show date comes from Sherlock 
& Arnold, Inc., reporting No- 
vember sales in the metropolitan 
New York area. 

November passenger car sales 
totaled 10,929. Last year, the 
same month recorded 4,394 units. 
The increase of 6,535 units, the 
company points out, is 150 per 
cent more than the total sales 
for November last year. 

Total sales for 1935 should 
reach 125,000 units, the report in- 
dicates—an increase over last 
year of 30,792 units or nearly 33 
per cent. 

A comparative tabulation of 
passenger car sales follows: 

Sales for 
Nov. 
10,929 
4,394 
5,096 
3,020 


Packard Awards 
409 Employes 
For Long Service 


11 Mos. Year 


115,499 
92,361 
96,494 
84,251 


94,208 
98,435 
85,176 


Detroit, Dec. 20.—During the 
last year 409 Detroit factory em- 
ployes of the Packard Motor Car 
Co. completed 10 years of un- 
broken service with the company. 
In accordance with an annual 
custom for 19 years each was 
presented with a gold watch, the 
presentation being made person- 
ally by President Alvan Macauley. 

The new class of “10 year em- 
ployes,” the largest in the history 
of the company, brought the num- 
ber of Packard employes who have 
unbroken service records of 10 
years or more to 2,040, or 23 per 
cent of the total factory enroll- 
ment. Twenty-eight per cent of 
the factory force, or 2,456, have 
been continuously employed by 
Packard for from five years to 
10 years. The total number with 
records of five years or more is 
4,768 or 54 per cent of the total 
enrollment. 


During the year 66 Packard 
employes completed 25 years of 
service with the company. Num- 
bered among them is President 
Macauley himself, who celebrated 
his 25th anniversary last spring. 

For the watch presentation cere- 
mony one of the largest of the 


nian 
Searab nel 
Boosts Output 


Detroit, Dec. 20.—In an effort 
to meet the demand for Stout 
Scarabs, manufacture has been 
speeded by increases in personnel 
and machinery, and equipment is 
being designed and added as 
rapidly as possible. 


William B. Stout, designer, this 
week started on an experimental 
and business trip through the 
Southwest in the first of the new 
series models. He plans on visit- 
ing the following cities before his 
return to Detroit about Jan. 13: 
LaFayette, Ind.; St. Louis and 
Springfield, Mo.; Tulsa and Okla- 
homa City, Okla.; Dallas, Fort 
Worth, El Paso and Amarillo, 
Tex.; Tuscon and Phoenix, Ariz.; 
Wichita, Kan.; Kansas City, Mo.; 
Des Moines, Ia.; and Chicago, Ill. 


With an eye to more innovations 
in the future Stout has planned 
to test out under actual road 
conditions many features he has 
in mind for later models. 





teners of Oldest 
Chevrolet Car 
To Get Millionth 


Detroit, Dec. 20.— Chevrolet’s 
1,000,000th car of 1935 production 
is to be presented to the owner 
of the oldest Chevrolet licensed 
and in regular use in the United 
States, and the co-operation of 
America’s leading newspapers 
and every one of the 10,000 Chev- 
rolet dealers has been enlisted to 
discover this car and its owner. 

The 1,000,000th Chevrolet built 
within the current year came off 
the assembly line at Flint, Mich., 
Dec. 12, just eight days after 
Chevrolet produced its 11,000,000th 
car. 

Presentation of the 1,000,000th 
car of the year—a 1936 standard 
coach—will be made to the owner 
whose Chevrolet is discovered, be- 
tween Dec. 16 and midnight Jan. 
15, to be the oldest model li- 
censed and in regular service. 

Must Be Licensed 

It is specified that, to win, the 
old-timer Chevrolet must have 
been regularly licensed for oper- 
ation during the current year, 
possessing its own 1935 license 
tags issued before Dec. 1. It 
must, also, have been licensed as 
a passenger car, and be equipped 
with a complete passenger car 
body. It must bear the original 
engine and chassis numbers, legi- 
ble and unaltered. 

To enter a Chevrolet for con- 
sideration, the owner need only 
drive it to any Chevrolet dealer’s 
salesroom and submit it for ex- 
amination, receiving a blank on 
which he will report the engine 
and chassis numbers of the car 
to Detroit, where the company’s 
records will determine which is 
the oldest in service. 

New Year’s Gift 

W. E. Holler, vice-president and 
general sales manager, in notify- 
ing dealers of the search for the 
oldest car, said that the presen- 
tation is intended as a New 
Year’s gift as reward for the 
driver whose good care and main- 
tenance has enabled the very old- 
est Chevrolet to survive after 
many years of operation 

Although the presentation will 
be made as a New Year’s gift, the 
time for submitting cars for con- 
sideration has been extended, to 
include Jan. 15, because of the 
short period between Dec. 12, the 
birthday of the 1,000,000th car of 
the year, and the first of the year. 
Announcement of the award will 
be made on or about Jan. 22, as 
soon as the records can be care- 
fully studied to determine exactly 
who has the oldest’ Chevrolet in 
active service. 


UNITED MOTORS representatives looked like this at the ASI 
show. Left to right: Don Gildersleeve, divisional manager; Al Holmes, 
regional manager, AC Spark Plug Co.; Carl Smith jr., Boston branch 
manager for United Motors and Walter Eichelburger, sales depart- 
ment of the same company. 


Detroit theaters was taken over 
for an entire evening. More than 
6,000 Packard employes and mem- 
bers of their families were pres- 
ent. 


NEW DEAL BY ARO is shown here. C. E. thre, Aro Equipment 
Co., Bryan, O., is demonstrating to a jobber the pack of 52 cards de- 
vised to act as a catalog of equipment. The thumbing of pages is 
eliminated and the prospect’s attention is concentrated on the equip- 
ment he needs. 








AUTOMOTIVE DAILY NEWS, SATURDAY, DECEMBER 21, 1935 





Motor Transports Set Record On Chicago-Coast Ru Run 


Carry 


90,000-Ib Payload; 


Cut Trip Time\Three Days 


Los Angeles, Dec. 20.—Presag- g 


ing the cutting of from three to 
four days off the time for trans- 
portation of freight between the 
Atlantic and Pacific seaboards, a 
caravan of five huge freight 
trucks, carrying 90,000 pounds of 
payload, rolled into this city re- 
cently to complete the first four- 
day Chicago-Los Angeles motor 
freight run in transportation his- 
tory. 

“Success of this trail-blazing 
run to the coast lays the ground- 
work for the establishment of 
regular motor freight service 
leaving Chicago daily and arriv- 
ing in Los Angeles on the fifth 
morning,” J. L. Keeshin, presi- 
dent of the Keeshin Transconti- 
nental Freight Lines, Inc., said 
upon completion of the pioneer 
run. 

“We plan to inaugurate our 
regular five-day service from 
Chicago to Los Angeles with daily 
departures from both terminals 
early in 1936. The new service 
will be part of our system of mo- 
tor freight lines now being con- 
solidated under the banner of the 
Keeshin Transcontinental Freight 
Lines. We are now operating 
more than 1,400 trucks through- 
out the country and plan to have 
2,000 trucks in our service in 
1936.” 


The long motor caravan of yel- 
low-hued vehicles rolled across 
plains, deserts and mountains 
without stop, except for refueling, 
on a 24-hour day schedule since 
they left Chicago early Friday, 
Dec. 13. The 13 drivers alter- 
nated at the steering wheels of 
the big transports, spending their 
hours off duty sleeping or playing 
cards in a _ specially designed 
“bunk” car. 


Itinerary 


The caravan’s itinerary, map- 
ped out by road service experts 
of the Socony-Vacuum Oil Co., 
routed it from Chicago through 
Geneva, DeKalb, Rochelle, Dixon, 


Sterling, Moline, Rock Island, 
Rushville, Quincy, Kansas City, 
Olathe, Baldwin, Osage City, 


Council Grove, Herrington, Mar- 
ion, Newton, Hutchinson, Stafford, 
Kinsley, Dodge City, Garden City, 
LaJunta, Pueblo, Walsenburg, 
Trinidad, Baton Pass, Springer, 
Las Vegas, Santa Fe, Albuquerque 
and Las Lunas to Los Angeles. 
This route probably will be se- 
lected for the regular Chicago- 
Los Angeles service, although al- 
ternate routes will be provided 
in case of unfavorable weather 
conditions. 

Service points for Mobilgas and 
Mobiloil, used by the fleet 
throughout the entire  record- 
breaking trip, were chosen from 





Business Gains 
As Detroit Jobs 


Show Increase 





Detroit, Dec. 20.—A _ substan- 
tial lift in Detroit business acti- 
vity in November has resulted 
from high employment levels due 
to early introduction of new 
models. 

Department store dollar volume 
in November was 22 per cent 
greater than a year ago, and 
specialty and other stores were 
up 20 to 25 per cent. Bank debits 
totaled $782,138,000, an increase of 
$53,648,000 over October and $306 - 
833,000 over November, 1934. 

The board of Commerce check 
of 37 representative manufactur- 
ing plants showed 19 had better 
business than in October, 10 re- 
ported no change and eight had 
declines. Twenty-eight reported 
substantially improved business 
over November last year. About 


three-fourths expect December to 
nearly equal November. 


established outlets at frequent in- 
tervals along the route. 

‘the fleet of five huge trailers, 
especially designed by Fruehaut 
cor the service, were driven by 
wodge, Ford, International, White 
and GMC tractor trucks. "Lhe 
‘punk-wagon” trailer, in which 
che drivers slept and spent their 
ieisure hours, was puiied by a 
Chrysler two-door sedan. A Plym- 
outh two-door’ sedan, which 
served as a scout car to lead the 
caravan, completed the fleet 
which made the trip. 


New Ford Steel 
Mill Operation 
Now Under Way 


Dearborn, Dec. 20.—The new hot 
strip steel mill at the Ford Rouge 
plant is now in production, mark- 
ang completion of a major phase 
ot a _ $87,000,000 expansion and 
modernization program. 

Engineers are now engaged in 
tuning up the new cold steel 
finishing mill. When both mills 
are fully in production, the De- 
troit area steel production capa- 
city will be increased by 1,500 
tons a day, or 25 per cent. The 
mills are capable of turning out 
a supply of steel sufficient for 
the production of 3,000 cars a 
day. 

More than a year and a half 
was required for construction of 
the buildings and installation of 
the more than 20,000,000 pounds 
of machinery and motor equip- 
ment. 





Hudson Service 
Clinics Blanket 
Entire Country 





Detroit, Dec. 20.—Service clinics 
as a new step in the nation-wide 
safety campaign that it inaugur- 
ated last summer have just been 
introduced by Hudson. 

Believing that service is insep- 
arably linked with safety, T. H. 
Stambaugh, general service man- 
ager of Hudson, has instituted 
this clinic campaign so that every 
dealer and every service station 
may become thoroughly familiar 
with the latest developments in 
service brought out by engineers 
at the main factory here. At the 
same time, through these clinics, 
new facts brought out in the field 
will be presented to the engineer- 
ing staff for analysis. These find- 
ings will be sifted and the results 
incorporated in future designs. 


Eighty-two of these clinics are 
now being conducted in key cities 
covering the United States, Stam- 
baugh stated. As these are being 
attended by dealers and service 
men from their contiguous terri- 
tory, they represent a 100 per cent 
coverage of the U. S. 





OVER THE SIDE goes this Willys 77 bound for some foreign 


shore. 


Willys export sales are showing a marked increase and the 


company reports that the car’s economy features make it a favorite 
where operation costs are very high. 





Willys Exports Sales Show 
166% Increase Over 1934 


Toledo, O., Dec. 20.— Export 
sales of Willys 77 motor cars in 
1935 were over 166 per cent greater 
than in 1934, R. J. Archer, vice- 
president and manager of the 
Willys Export Corp., announced 
today. 

“The Willys 77 is meeting with 
sweeping acceptance abroad be- 
cause it combines European thrift 
with American ruggedness of con- 
struction, touring comfort accel- 
eration and speed,” Archer pointed 
out. 

“The Willys 77 is equally popu- 
lar in Canada, where our sales 
volume has been on the upgrade 
for some time. Some additional 
increase in Canadian sales is ex- 
pected to result from the recent 
U. S.-Canadian trade treaty, but 
the 2% per cent benefit on cars 
of the Willys type is sufficient to 
make any marked difference.” 

Archer also commented on 
Willys - Overland’s increased do- 
mestic business, stating that the 


S. L. Davis Heads 
Chicago Outlet 
Of Pierce-Arrow 


Chicago, Dec. 20.—Formation of 
the Pierce-Arrow Illinois Co. and 
its appointment as the new dis- 
tributor for the Chicago area were 
announced today by Paul Fitz- 
patrick, vice-president in charge 
of sales of the Pierce-Arrow Motor 
Corp., Buffalo, N. Y. 

The new firm is headed by S. 
L. Davis, well known automobile 
merchandiser, who is also presi- 
dent of the Hupmobile Illinois 
Co. 

Headquarters of both companies 
are established at the corner of 
Michigan ave. and 26th st. 

Acquisition of Pierce-Arrow, 
Davis stated, enables him and his 
associate dealers to round out 
their lines of cars, with Hupmo- 
bile catering to the low and me- 
dium priced market and Pierce- 
Arrow to the higher priced field. 








company at the present time is 
oversold on the basis of current 
production, but that it expects to 
be in better position to fill con- 
stantly increasing orders by the 
end of December. 

“Continued betterment of busi- 
ness generally in the United State 
is forecast for 1936. The automo 
tive industry will contribute sub 
stantially toward business re- 
covery next year as it did, beyonce 
a question of doubt, in 1935.” 


Auburn Sales 
Head Dies After 
Long Illness 





Auburn, Ind., Dec. 20.—N. E. 
McDarby, vice-president in charge 
of sales of the Auburn, passed 
away on Dec. 17 at his home in 
Auburn after a long illness. 

Mr. McDarby came to Auburn 
10 years ago last April as assist- 
ant sales manager. He previ- 
ously had been assistant sales 
manager of the Moon Motor Co. 
at St. Louis and later was dis- 
tributor for Moon automobiles in 
San Antonio, Texas. Mr. Mc- 
Darby made rapid progress with 
Auburn and in 1927 was named 
director of sales. In 1931 he was 
elected vice-president in charge 
of sales, which position he held at 
the time of his death, although 
he had not been active in the 
business for the past six months. 

Mr. McDarby is survived by his 
wife, five children, his mother, 
Mrs. Francis McDarby of Fort 
Wayne, and a brother and two 
sisters, of Fort Wayne. He was 
44 years of age. Burial was made 
at Fort Wayne on Friday. 


Arrange Bank Loans 


Memphis, Tenn., Dec. 20.—Plans 
have been completed with four Mem- 
phis banks for handling loans for 
the purchase of new automobiles, 
according to announcement by offi- 
cials of the Insurance Club of 
Memphis and the Memphis Insurance 
Exchange. 








KEESHIN Transcontinental Freight Lines, Inc., cut three days from the fastest service now avail- 
able for freight between Chicago and Los Angeles, when five of the company’s motor transports rolled 


into Los Angeles just four days after leaving Chicago. 


The trucks, pictured above at the start of the 


run, maintained a 24-hour-a-day running schedule, stopping only for refueling at established Mobilgas 


stations. 


' 


9,000 Will Hear 
Dennis Address 
Safety Meeting 


Chicago, Dec. 20.—What the 
garage and service station oper- 
ators may expect when the auto- 
mobile compulsory inspection law 
takes effect next July, will be ex- 
plained to 5,000 service station 
owners tonight at the Hotel Sher- 
man by Col. Fred L. Dennis, di- 
rector of highway safety of The 
Bendix Products Corp. The meet- 
ing will be held under the auspices 
of the Automotive Maintenance 
Assn. of Chicago. 


“The new compulsory inspection 
law will have an unusually stimu- 
lating effect upon the _ service 
business in Chicago,” said Col. 
Dennis. “All records indicate that 
the majority of automobiles on the 
streets today need adjustment or 





COL. FRED H. DENNIS, di- 
rector of highway safety, the 
Bendix Products Corp., addresses 
5,000 service station owners at 
the Hotel Sherman in Chicago. 


corrective service. These fauits 
will be brought out by the com- 
pulsory inspection. Just what the 
service men may do to handle 
this situation most beneficially for 
the public will be explained in de- 
tail at the meeting.” 


The meeting will also be 
addressed by men prominent in 
the work of promoting safety upon 
city streets and boulevards. Among 
them will be George Fleming, who 
heads Mayor Kelly’s safety com- 
mittee. 


400 Hear Plans 
For Advertising 
Alemite in 7°36 


Chicago, Dec. 20. — Report of 
sharp gains in all divisions of the 
Stewart-Warner Corp. this year 
and the prophecy that volume 
will show a similar increase in 
1936 featured the 20th annual 
convention of the Alemite divi- 
sion of the corporation this week 
at the Drake Hotel. 


The meeting was the largest 
among those yet held, attracting 
about 400, including the entire 
Alemite sales force of 250. 


Frank A. Hiter, vice-president 
and general manager of all Stew- 
art-Warner activities was the 
principal speaker among those on 
the program. C. H. Dalrymple 
addressed the meeting on sales 
quotas and their attainment. 


Details of a new advertising 
and sales promotion plan soon to 
be launched were divulged by 
Fred R. Cross. The campaign he 
stated, will extend even to private 
motor cars in the effort to publi- 
cize Alemite more widely. Activi- 
ties would end up with a banquet 
and entertainment. 
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Dealers Predict Good Business for January 


But Ditfer in in Opinions 
As to Used Car Situation| 


Detroit, Dec. 20.—January busi- 
ness comparable to that of No-| 
vember and December is predict- 
ed by many 
dealers, ADN’s | 
Inquiring Re-| 
porter has dis- 
covered. How- 
ever, these} 
same dealers | 
disagree in 
their opinions 
as to the used 
car situation. 

Some of| 
them, notably 
in Michigan, 


complain that 
re | QUIRING used car in- 

REDORTER ventories are 
far above nor- 
mal and constitute a menace to 
new car deliveries. 

Others, especially in Texas, re- 
port the best used car sales they 
have enjoyed in months and say 
that the used car is no problem 
at all to them. 

In an effort to probe into the 
future and discover what it holds 
for the automobile merchant in | 
the coming months, the Inquiring 
Reporter contrived the following 
question: 

“With good sales reported in 
November and December what is 
the outlook for January in your 
opinion? Have used car stocks 
grown abnormally? What per cent 
above normal?” 

In response to this query, re- 
layed all over the country with 
the speed of the unchained light- 
nings, the following merchants 
have replied in this manner: 

* * * 

C. A. Krentler, sales manager, 
Geo. Holzbaugh, Inc., Ford, De- 
troit: “Business is improving 
with each successive month and 
I believe January will be just as 
good as December and November. 
I believe factory payrolls in the 
Detroit area will hold up and that 
many more men will be put to 
work in the coming months. 
These men will unquestionably be 
on the market for used cars. 
Many construction projects and 
plant expansions will assure these 
men of continuous employment 
through the winter. The used | 
car situation just now is bad, al- 
though in the past two weeks it 
has shown marked improvement. 
Excessive used car inventories | 
offer the only threat I can see to | 








continued new car deliveries. We | ® 


have perhaps 200 more used cars 

now than this time last year. 

However we are watching this 

situation closely and do not in- 

tend to let it get out of hand.” 
* + a 


Chevrolet Co., Detroit: “We are | 
enjoying the best used car busi- 
ness right now that we have ex- | 
perienced for some time. I confi- 
dently expect that after the first 
of the year used car sales are 
going to be even better. There is 
no sign yet that the present high 
employment will not continue and | 
when men are employed steadily | 
in the plants they find it abso- 
lutely essential to have used car 
transportation. While our used 
ear stocks are slightly abnormal 
for December, this is due to the 
greatly increased new car deli- 
veries. We have perhaps 20 per | 
cent more used cars than we had 
this time last year. These cars 
are not worrying us, however, and 
we are watching our new deals 
very closely. A dealer absolutely 
has to watch his used car stock 
very closely if he wants to stay 
in business.” 
* * ” 

Norman C. Morris, sales mana- 
ger, Harr-Oldsmobile Co., Detroit: 
“It seems to me that sales will 
be as good in January as they are 


in December, however I do not|§ 


look for them to equal our No- 
vember business. Used car in- 
ventories have greatly increased 
in the past 60 days and this con- 





through March I expect a marked 
demand for used cars. 
precedented local employment at | 
this time of year, 
continue bringing with it an ever 
increasing demand on the part of 


will I believe, 


transportation.” 


» Studebaker—Dallas, 
“Best January in sight in 
Have more new cars 
booked for January delivery than 
can get from factory. Looks like 
we are going to town! Used car 
stocks about normal. Heavy buy- 
j reconditioned 
models keeping business on even 


Buick Co.—Dallas, 
Texas: “Outlook for January busi- 
ness exceptionally good. 
for first month of year delivery 
better than for many years. Early 
showing of new models stimulated 
business to extent where interest 
will not slow down much before 
February. Used car stock slightly 
heavier than usual, but since stock 
is clean, number on floor nothing 
to worry over. 
business in long time.” 





Best used car 


McColister Chevrolet Co.— 
Dallas, Texas: Outlook for Janu- 
ary business very bright. 
slightly below November and De- 
cember but probably will be bet- 
ter than year ago. Interest in new 
models still very keen. 
stocks some 10 per cent heavier 
Used car trading 
heavy and large stocks nothing to 
be alarmed about.” 


than usual. 


Harold Jonas, general manager, 
Kroger Jonas, 
: “IT find that generally 
in the New York metropolitan 
area, as well as in our own case, 
new cars are selling easily, but 
trading is keen and close. Chief- 
ly because there will be no used 
car market until February, un- 
less dealers start cutting prices 
and taking heavy losses. 
result of the fall show and early 
introductions, the used car situa- 
tion in and around New York, as 


40 per cent 
Many dealers here will 
have to curtail 
cannot get cheap storage for their 
used cars until the selling season 
Already too many deal- 


ers have all or most of their 


Lloyd Ginn, sales manager, Ginn | ~ 


DEAH OLD LUNNON had an automobile show recently. 


the showmanship displayed. 
appears to dominate the main floor of the salon. 








ENGINEERS TALK and talk plenty in this case. Plymouth hired 
a group of young engineers this year and put them to spieling at the 


various automobile shows. They got by in great style. 
right: Harold Welch, F. L. Burnett, L. 


S. P. Triffy and R. H. Hermion. 





capital tied up in used cars. 
Financial difficulties brought on 
by the situation have compelled 
a number of dealers to take the 
absurdly low prices offered by 
those dealers who sell nothing 
but used cars, and, pressed hard 
for money, various new car deal- 
ers have lost all of their gross 
profits.” 
+ * * 

D. J. Barrett sr., president, 
Bronx Buick Co., Inc., New York 
City: “The outlook for January 
from the Buick standpoint is 
good, There is some let-up in buy- 
ing, now that everybody seems 
to be busy with Christmas shop- 
ping. In fact, there is more buy- 
ing in the Bronx for this Christ- 
mas than during any holiday sea- 
son since 1929, but practically all 
the gifts are going to come in 
packages much smaller than 1936 
Buicks. As for used car stocks, 
they are high. We have had a 
situation this fall and winter such 
as we never had before. What 
with the general program for 
the November show, Buick had 
a late announcement, and Bronx 
Buick did not get cars until 
toward the end of October. This 
compressed a lot of good new car 
business into a part of October 
and November and put into our 
hands a bunch of used cars, 
which were too late for the end 
of the 1935 used car season and 
too early for the 1936 season. 
Even in this off period our used 
car sales have been better than 
our new car deliveries. Our used 
car stocks have been added to 
by the excellent future business 
that we have been writing. There 
just seems to be no way of sell- 
ing a lot of new Buicks in the 
past, present or future without 


taking in a lot of used cars.” 





From left to 
V. Olsen, W. L. Mitchell, 


Curry, Inc., Chevrolet, New York 
“The January outlook for 
us with Chevrolet is fine, but for 
many other dealers in the New 
York metropolitan area I think 
that it is not so good. 
there are a great number of deal- 
even now are over- 
stocked with new cars, and too 
many are overstocked with used 
ears from both the storage and 
money standpoints. 
versations with a lot of dealers 
whom I contact here in the met- 
ropolitan area I figure that used 
car stocks are about 20 per cent 
higher than at this time last year. 
Our own are only 2 per cent more 
than a year ago. 
had 155 used 
opened for business this morn- 
ing. We ended up last year and 
began Jan. 1 with 150 used cars 
right on the nose, and I figure 
we will start the new year with 
no more than that.” 


From con- 


Actually, we 


W. J. Keown, Wade Motor Co., 
“We look for good 
January business, equaling if not 


Ford, Atlanta: 


reducing used 
stocks for past two months and 
now have collectively low stock.” 


B. V. Stodghill, John Smith Co., 


stocks growing little but we are 
still buying good clean stock, be- 
lieving that demand will improve 
in early spring and enable us to 
a profit on 
good business in January due to 
ability to get orders filled prompt- 
Expect commercial 
car business to be particularly 


ly this year. 








This photograph gives vivid evidence of 
The Studebaker exhibit was prepared by the London distributor and it 





W. E. Butler, Butler Motors, 
Ine., Hudson, Chicago: “It looks 
as if the demand for new cars 
will continue good through Janu- 


|} ary, and I expect motorists will 
| be willing to accept less for their 


used cars in trade, due to the fact 
that we are getting further re- 
moved from announcement dates. 
Right now used car stocks are 
abnormal and I should estimate 


| that they are about 100 per cent 
| above normal in Chicago, where 


the situation is bad. Used car in- 
ventories in the rural areas, on 


| the other hand, are satisfactory.” 


* * * 


J. H. Linn, Packard Motor Car 
Co., Chicago: “January new car 
demand cannot be accurately 
forecast, but judging from the 
big sales here in November and 
the fine Christmas business, next 
month should be very good. As 
for used cars, stocks for the most 
part are above normal for this 
time of year, and dealers will 
have to watch themselves closely. 
This is not the most active used 
car selling period, and dealers 
generally should be more particu- 
lar about used car trade-in al- 
lowances.” 

* * * 

H. T. Hollingshead, Nash Sales, 
Inc., Chicago: “Following Chi- 
cago’s biggest December in his- 
tory, January looks also as if it 
would be an outstanding month 
in new car sales. I don’t think 
used car stocks are any higher 
than should have been expected 
in view of the early fall an- 
nouncements. It was anticipated 
that used car inventories would 
increase at least in proportion to 
the gain in new car sales and 
also in view of a natural slowing 
down of used car sales at this 
time.” 


Buick to Break 
6-Year Record 
In Production 





Flint, Mich. Dec. 20.— With 
sales breaking all past depression 
records and for the early part 
of December setting an all-time 
high, Buick production will pass 
the 100,000 mark this year for the 
first time since 1930, Harlow H. 
Curtice, president, said today. 

Commenting on gains made by 
the company since the introduc- 
tion of its 1936 models, Curtice 
pointed out that December pro- 
duction schedules, calling for 
more than 16,000 cars, will bring 
total output for the year to 107,- 
584 units, a gain of nearly 50,000 
over last year, when 78,757 cars 
were produced, and comparing 
with 40,620 in 1933. 

The heavy gain in the produc- 
tion rate resulting from the in- 
troduction of new models is in- 
dicated, he said, in the fact that 
Buick has produced more 1936 
models in less than four months 
than the total of the 1935 model 
output. Since they were entered 
in production, 57,800 of the 1936 
cars have been built as compared 
with 53,249 for the entire 1935 
model year. 

Curtice indicated Buick produc- 
tion in 1936 will average approxi- 
mately 14,000 cars a month to 
meet the 150,000 car program 
scheduled for the model year. 

The all-time sale record was 
established during the first 10 
days of December when 3,459 
units were delivered to retail cus- 
tomers in the United States. This 
was the largest volume for this 
period in the history of the com- 
pany, exceeding the previous peak 
of 3,395 cars delivered during the 
corresponding period of Decem- 
ber in 1926. In that year, the ex- 
ecutive pointed out, Buick pro- 
duced more than a quarter of a 
million cars. 
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One sacred pledye we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 


SATURDAY, DECEMBER 21, 1935 


When Winter Winds Blow 


oe conducted this week by ADN indicate that 
the increase in used car stocks in dealer hands has 
been halted. This has been brought about through the 
individual efforts of dealers and the co-operative efforts of 
factories. At the present time stocks are high, but not 
alarmingly excessive — and the sales rate has been 
boosted. This is a good omen and we hope that conditions 
as they are will continue until spring. 


Sane trading and active selling are needed. Dealers gen- 
erally are looking forward to a fine selling month in Janu- 
ary. Most dealers feel that the impetus given to new car 
sales by the recent announcements will be felt well into 
the spring. The increased interest in new cars is bound 
to be reflected in increased interest in used cars. Employ- 
ment conditions generally throughout the country are im- 
proved and will improve during the next few months. 

In many cases wage earners who have been working 
for sometime have cleared previous obligations and will 
soon find some surplus money with which to enter the 
used car market. Small shop keepers, who, during the 
past few months, have been able to collect overdue bills, 
will also join the parade. Those who are more prosperous 
may even add a used car as a second car in the family. 

Certainly, the outlook is not as dark as some would 
have us believe. Yet we would not urge donning the rose- 
colored glasses. Maintenance costs for maintaining used 
cars in stock in winter are higher than they are in sum- 
mer, especially in the northern states. The dealer who 
faces all these facts clearly and conducts his business ac- 
cordingly is bound to come through in good shape for 
what promises to be one of the best selling years in the 
history of the industry. 


Merry Christmas To All 

A* least once each year men lift their heads above the 

foibles of life and extend their hand to their neigh- 
borhood in a feeling of real fellowship. This period is 
called Christmas. At this time there comes a pause in 
the world’s mad rush that gives us opportunity to renew 
friendships, and to exchange greetings. No single period 
brings people closer together and through this closeness 
we gain new strength and confidence. May we then at 
this time get a little closer to those kind readers and 
friends of ours who have stood with us during the past 
trying years. May we, from this closer contact, gain new 
strength and confidence and a better understanding of 
your problem so that in the year to come our efforts may 
prove more helpful to you than they have in the past. 
During the past year your support and confidence in us | 
has been inspiring. Your constructive criticisms have | 
been most helpful. It is with a real feeling of fellowship | 
that we wish a most Merry Christmas to all. 

% * * 

(COMMERCIAL car and truck registrations in the United | 

States during 1935 bid well at this time to equal | 
the previous record year of 1929, when 527,000 new com- | 
mercial vehicles were registered. During the first 10) 
months of this year, plus 23 states for November, the | 
total stands at 455,616. Reports from dealers, however, 
indicate that 1936 will see a sharp increase over 1935. 
Have you looked into the profit possibilities of adding 
commercial cars to your current passenger car line? 
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By the Publisher 





JINGLE 
BELLS! 


I feel like dating this 
column from Detroit | 
because recently I have 
written so many of them away 
from the home-town. Probably 
it does one a world of good, how- | 
ever, to get away from his grind 
(whatever that may be) and catch | 
a glimpse of his own life and his 
business from the _ perspective | 
which only distance can give. I} 
heard more than one motor-man | 
say that this year he was into} 
shows until March; into heavy | 
selling through July; and there 
we were right into the pre-show- 
ings of new cars and the big 
shows opening practically the 
end of October! What a year | 
1935 has been! 
* co * | 

AND WHAT A YEAR it has 
been for Detroit and every other | 
town which depends in a large! 
measure on the ups and downs of 
the motor vehicle business for its 
prosperity. Coming back to this | 
burg now is like connecting with 
the hot end of a _ high-voltage 
wire! We have never seen any- 
thing like it at Christmas time 
before. As long as I can re- 
member there always has been a 
period which began some years 
in October and never later than 
the middle of November when 
most of the manufacturers, both 
of completed cars and their sup- 
pliers, were shut down “for in- 
ventory” or for some equally good 
excuse. The net result in either 
case was the same to the aver- 
age worker’s family in Detroit— 
a lay-off during the weeks pre- 
ceding Christmas. And when the 
head of the family is not work- 
ing you can be pretty sure that 
his Santa Claus is only a rather 
emaciated shadow of the pillow- 
stuffed individual in the depart- 
ment store. 

* * * 

SO THE jingle-bells which you 
can hear all over Detroit these 
days are not dancing on the steam- 
ing sides of gay ponies attached 
to fur-lined cutters, but rather 
in the prosaic drawers which 
slide out of the little cabinet 
when you press buttons to make 
change. The stories one hears 
on every side of Detroit’s pros- 
perity during this Yule period 
are almost beyond belief. Most 
of the buyers from our largest 
stores have been in New York for 
months forcing shipments of the 
merchandise they needed. Toys 
are at a premium with most of 
the big stores sold out. There 
has been a rush on iceless refrig- 
erators at the beginning of the 
winter season! High-priced furs 
and. jewelry are moving for the 
first time since the Christmas of 
1928. I believe the same story 








| could be written of most sections 


of the United States in varying 
degrees of their prosperity. It is 
getting to be as hard as it was 
during war-days to separate the 
actual news of what’s-going-on in 
business from the political propa- 
ganda of what someone would- 
like-to-think is going on! 
- * « 

THE STORY of this Christmas 
season, when it is written, will be 
the history of an amazing demon- 
stration of how prosperous the 
United States really is. The 
changing of show dates and the 
fall announcing of new models, 
which has kept this industry of 
ours at top-speed during the 
otherwise dead season, will some 
day be given credit for heralding 
this whole demonstration of 
America’s complete recovery. You 
are going to hear a lot about the 
“pile-up” of used cars in the next 
few weeks. We all expected that. 
It is going to stabilize trade-in 
values on a better basis. There 
may be a temporary slowing-down 
of top-speed production of new 
cars, but with the first return of 
the daffodils these stocks of new 
and used cars (if they do “pile- 
up”) will fade away with the 
if I’m 


snows—correct me 
wrong!—G. M. S. 
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A Wise Precaution 


In This 


Corner 


The views expressed in this column are those of our readers 


and do net necessarily coincide with those of the editors. 


Readers 


ate invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Used Cars 


As you may know we are one of 
the most important sellers of Amer- 
ican used automobiles in France; but 
being in the most excellent position 
to secure the control of the market 
we are anxiously looking for the 
exclusive agency in France of one 
of the leading American cars. We 
pay cash. We wish that you advise 





the trade accordingly, please— 
Centre de L’Auto, Paris, France. 
Constructive 

Far be it from me as a small 
town dealer in automobiles to at- 


tempt to criticize your timely edi- 
torial, “Burning the Witches,” of 
Nov. 30 but as this particular sub- 
ject which you have seen fit to 
bring to your readers’ attention is 
of great interest to me as a dealer, 
I feel that I am within my rights 
in making a few remarks regarding 
it. 

It is true that a wave of hysteria 
is sweeping the country relative to 
automobile accidents and in my 
opinion, I believe, this wave is justi- 
fied to a certain extent and I believe 
manufacturers, dealers, publishers 
of trade newspapers should also 
face this situation seriously and 
face it four-square. If the death 
rate and the accident rate continue 
on the present level, there is bound 
to be a definite reaction against the 
driving of automobiles which will 
in turn react against the buyers 
of automobiles and their associated 
products. 

You have seen fit to omit from 
your editorial any mention of the 
use of liquor as one of the possible 
causes of this increase. Whether 
you take a drink the same as I do 
or not, the fact of the case is that 
a great number of fatal accidents. 
I believe, are the results of intoxi- 
cated drivers, a fact that in a 
great many cases is white-washed 
before the case goes before the court 
We used to believe that booze and 
gasoline would not mix and unless 
something has happened to change 
this situation in the last 15 years, 
the writer still believes the mixture 
is just as dangerous, if not, more 
so. 

Another angle in my _ opinion 
which you have not laid enough 
stress on is the fact that all cars 
are too powerful and too fast to be 


used on the highways as they exist 
today. 

Kindly consider my remarks con- 
structive and not critical—Arthur 
B. Cook, treasurer, Arthur B. Cook, 
Inc., Biddeford, Me. 


AS OTHERS 


SEE IT 





Beating Conservatism 


“Make haste slowly,” is a good 
maxim and in all branches of hu- 
man activity the ideal is to achieve 
a balance—the happy medium, the 
golden mean—between conservatism 
and radical change. In_ general, 
however, the disposition of the hu- 
man race is inimical to change, which 
is suspected and resisted, sometimes 
with good results, sometimes with 
bad. 

We are thinking of the automobile 
industry’s effort to rationalize its 
production schedules by shifting the 
time for new models from January 
back to late fall. The public has 
responded to this change so well 
that November sales were the big- 
gest, for the initial month of pro- 
duction, of any year in the indus- 
try’s history except 1929. 

Yet it was scarcely a month ago, 
at the time of the New York show, 
that a leader in the industry ex- 
pressed serious doubt of the experi- 
ment’s practicability, saying, “You 
can’t make the public change its 
buying habits.” 

We recall this in no spirit of I- 
told-you-so or to detract from the 


credit the industry deserves for 
what was, without the benefit of 
hindsight, a bold stroke. Indeed, it 


is still too soon to pass judgment 
on the success of the experiment as 
a whole. 

We refer to the matter merely to 
illustrate how the inertia of con- 
servatism ordinarily must be over- 
come, if progress is to be made. 
The happy medium really is a state 
in which the mind is equally open 
to the possibilities of change and 
to the arguments against it. The 
automobile industry has achieved 
that state of mind, or else it would 
not have downed its misgivings and 
made the experiment in spite of 
them.—Detroit News. 
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- AUTOMOBILE is a complex mechanism 
made up of many parts with widely 
varying functions. 


It is Buick’s idea, and has been for thirty-five 
years, that the best plan is to make each part 
to perform its own function, and not get mixed 
up with others. 


Engines for motive power—brakes for stop- 
ping —springs for springing—it’s so simple that 
it seems silly to point it out. 


Yetit so happens that Buick is the only car made 
today from which you could, if there were any 
point in doing it, remove all the springs and 
drive off with full steering and braking control! 


The coil springs in Buick’s Knee-Action have 
nothing whatever to do with steering or brak- 
ing strains. They are 

springs — nothing else. 





aN perte 


e so 
ye uit BU" 
" \L Buoy we 





The rear springs are not \ 
loaded with any burden of 
braking or power trans- 
mission; you will not find 
any shifting of the position 
of the rear axle when you 
back up or go forward. 









Standard and special ae A 


The result is a naturally 
comfortable ride obtained 










PRICES? $765 AND UP 


list at Flint for the new Buicks and 
subject to change without notice. 





service will not influence rear-spring balance. 


There is selling force in this, of course, but that 
is not all. In such straight and simple thinking 
lies the secret of performance and durability 
that keeps a car sold year after year, genera- 
tion after generation. 


Every new customer you make as a Buick 
dealer means not one sale, but three to five in 
the next ten years! 


This, we realize, won’t mean much to the 
dealer who looks on this business as a yearly 
gamble with odds decided by the amount of 
“flash” he is given to sell in any given season. 


But it has made fortunes for a good many 
Buick dealers in the past and can do as much 
for more who can see things in long-range 
perspective. 


We would like to hear from a few more such 
dealers in localities where Buick is not already 
represented. 


GENERAL MOTORS CONCERTS, Sunday /0 to // p. m., 
Eastern Standard Time, NBC Red Network — Coast to 


BUICK MOTOR COMPANY, FLINT, MICHIGAN 









inanaturaland logical man- 
ner. It is a permanently 
comfortable ride, since 















Coast — Symphony Orchestra with Famous Guest We 


FIRST OF THE GENERAL MOTORS CARS 


groups on all models at extra cost. 
yim 4 ae lat Seale Mion ta 
glass throughout as standard 
equipment. Convenient new 
GMAC 6% time payment plan 








@”BUICK’S THE BUY for CHRISTMAS” 


By E, M. 
20.—Rounding out its first year’s | 


Jackson, Mich., Dec. 
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Michigan Dealer F inds Feeder Source of Profit 


Fred Pinkham of Jackson 
Has Exceptional First Year 


LUBECK 


operation, the Pinkham Motor Co’s “Neighborhood Ford 
Sales and Service feeder station here, is an outstanding | 
example of how a conveniently located station with aggres- | 
sive sales and service methods can be made to make} 


money. 


the new type of automotive merchandising operation. 


Its 1935 business activities may set a record for | 


To| 


date it not only is making a profit in 1 its general service 


operations and self supporting in® 
all its department, but boasts of | 
a record of 127 new car sales and | 


173 used cars as 
well, since it 
was started 
nearly a year 
ago. Gas sales 
have averaged 
close to 8,000 
galions a month. 
Greasing jobs 
average around 
238 a month. 
Lubricating oil 
sales have had 
high peak 
months during the summer and 
now average 203 gallons a month 
while parts and labor sales have 
exceeded the company’s expecta- 
tions. 


NEIGHBORHOOD 
SALES AND 
SERVICE PLAN 


Was Convinced 


Fred Pinkham, former president 
of the Michigan Automotive 
Dealers Assn., who heads the 
company, a year ago operated two 
places of business on the east 
side of the city. Business was 
good but a great deal of poten- 
tial business in the way of serv- 
ice and sales from car owners in 
the west end of town has not 


| come 





in. Pinkham’s investiga- 
tions showed too that he was 
not getting the personal contacts 
as rapidly as Detroit dealers 
who had gone in for the new 
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REVAMPED is the word that fits this sales and service station in Jackson, Mich., operated by Fred 


Pinkham, Ford dealer. 


type of merchandising. He also| it, but the move proved highly profitable. 


found that competition was mak- 
ing progress in certain directions 
and that sales were being made 
which enabled the owners to get 
service and neighborly car opera- 
tion advice close to their homes. 
Two months contacts with the 


bigger stations of the new type | 


in Detroit convinced Pinkham 
that although he had two of the 
biggest automobile establishments 
in the city, a feeder station on the 
west side of town would increase 


his car owner contacts and give, 
him his share of the service busi- | 


ness. 


Open One Year 

Consequently former display and 
service building on Blackstone and 
Courtland just one block south of 
the main down town business 
section of the city was taken over. 
It had just one obstacle. There 
was no outside space for the gas 
pump, the main feature in develop- 


MODERN GREASING and repair equipment is one of the features 
of the Pinkham neighborhood sales and service feeder station in 
Jackson, Mich. This equipment has sent lubrication sales soaring. 


Curtis LIFTS 
Handle ALL cars 


with ease 


Turtis Lift at City Sales Co. 


and safety 


ord Agent, Hicksville,Ohio Fagg 


Automatic Drop-Away Wheel Guides 
Self-Leveling Platform 
4-Ton Capacity — Absolute Safety 


CURTIS PNEUMATIC MACHINERY CO. 


1993 Kienlen Avenue, St. 


Louis, Mo. 


New York — Chicago— San Francisco 





He had to tear down one of the city’s landmarks to get it the way he wanted 


SALES JUMPED at the Pinkham sales and service feeder station and the reason lies in the fact that 
new cars, accessories and parts are all temptingly displayed where the customer can see them and be- 
come interested while his service work is being done in the adjoining shop. 


ing business for either a main or 
feeder station. Separating it from 
the cross street was one of the 
city’s historical land marks in 
the shape of an old mansion, built 
nearly 100 years ago. Sentiment 
had to give way for business, so 
the old home was razed, concrete 
platforms 50 by 80 feet were 
poured, gas pumps erected and 
side doors cut in the building to 
provide entrance to the service 
and greasing departments. Com- 
pletely equipped, the station 
opened its doors for business al- 
most a year ago. 


To the dealer contemplating 
entering the newer and profitable 
type of automotive merchandis- 
ing the Pinkham program is posi- 
tive testimony of a_ successful 
operation as Pinkham’s station is 
one brought about by revamping 
an old building and in that the 
venture was not made without 
close study of the location’s profit 
making possibilities. The feeder 
station is not strictly a neighbor- 
hood station but it is an unusual 
example of a convenient station 
for service for all makes of cars, 


for with the main business section | 


just a block north presenting al- 
most impossible parking facilities 
the possibility of getting car own- 
ers to leave their cars at the sta- 
tion or to park them on the two 
side streets while going about 
their shopping, hastened the de- 


| cision for the location. Car owners 


who utilize these parking facilities 
could have their cars greased or 
serviced while they were away 
on their errands. The amount of 
business from this source has con- 
tributed largely to the income of 
the station. 


Used Budget 


Pinkham has also developed a 
new thought which prospective 
station operators can profit by. 
Shortly after the station was 
opened Pinkham with years of 
motor car selling behind him was 
convinced that service and greas- 
ing jobs could be increased by 
using the same follow up methods 
used in selling cars. The cost 
of making the changes in the 
building plus the investment had 
to be met. He solved the problem 
by first putting the station on a 
budget plan to cover five years 
operation, amortizing the cost of 
the investment plus _ interest 
charges at a certain predeter- 
mined cost per month. To meet 


these payments Pinkham has put 
the station on a strictly business 
basis. It has to earn its way. 

All payments have been met. 
Each month there is a surplus 
over the amount allocated be- 
cause Pinkham merchandises his 
service, its location and conven- 
ience, to all car owners by a 
vigorous sales promotion and 
follow-up campaign each month. 
The job is given over to one man 
whose duty it is to contact with 
not only such car owners as have 
been in for service but all others 
who can be reached by mail, 
telephone or personal contacts. 
The basis of the campaign is that 
“Pinkham Service Must Satisfy.” 
The program is strictly adhered 
to and is responsible for that con- 
stantly increasing business. 

Waiting Room 

Pinkham has another feature of 
importance. With plenty of room 
the station carries a new car sales 
force as well as one man who 
handles used cars. In the corner 
of the lofty ceilinged station new 
cars are displayed and by also 
using the space as a waiting room 


equipped with chairs and settees 
for those who may be waiting for 
their cars to be greased or serv- 
iced the owners have an oppor- 
tunity to look over the new jobs 
on display. Three experienced 
new car salesmen are in attend- 
ance most of the time. They 
have accounted for 127 new car 
sales to date. Outside on the 
corner of the station platform 
used cars are shown. Each day 
a completely reconditioned model 
is shown. During the past few 
weeks all used cars shown are 
completely winterized, ready for 
the push on the starter to be 
demonstrated. 

Entering the station from the 
gas station platform where Tok- 
heim pumps of the latest type 
serve the cars, one comes to two 
of the latest type two post grease 
Weaver hoists. Aro waste grease 
and oil disposers are used in con- 
junction with the greasing de- 
partment work. The greasing de- 
partment is not of the usual type 
as Pinkham carries a complete 
line of the most popular greases 


(Continued on Page 10, Col. 1) 


THE ANSWER TO GREATER CAR SALES 


Cigar and grocery chains were the first to successfully use UNI- 
FORM sales outlets. Then oil companies gained by it. Now motor 
car manufacturers are pushing up sales with Uniform Quick Service 
Stations. One reason is this: Ten or more stations, built at the same 


time cost less. Ask Austin. 


THE AUSTI 


Engineers and Builders—16112 Euclid Ave., 


N COMPANY 


Cleveland, O. 


Officesin Principal Cities — Detroit, Michigan, 2842 West Grand Boulevard. 
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How Does Any Group of People 
First Acquire the Reading Habit? 
Upon What Plane Must That Literature Be Pitched 
to Hold the Mind? 


How Must It Be Turned to Open Up a New 
World of Wants and Desires? 


Sometime the psychological as well as the physio- 
logical contact of the eye and the mind will be better 
understood. And probably that psychological con- 
tact will be the cause for greater wonderment. 


We travel, for example, across the water to see 
an obelisk or a pyramid. And the chances are we 
hever particularly care to see it again. We travel in 
our own country to see a Grand Canyon or a high 
Sierra or some particularly odd and rugged spot 
on the New England coast. And the chances are 
we will go again and again. Our mind as well as 
our eye encompasses the sight. The same eye sees 
both the obelisk and the rugged coast. The same 
mind rejects the one and accepts the other. 


Now, all that the mind has really done is to accept 
the picture which was within the compass of its own 


environment, and within the mental range of its own . 


experience. 


Psychologically, a first adventure in reading is 


very much like a first adventure in travel. The mind 
is far more apt to accept and encompass that which 
is within the range of its own environment than 
that which is too bizarre or too far afield. 

kkk * 


Now let us get on to the next step, and perhaps 
you will begin to realize that the building of the 
largest voluntary* magazine circulation in the world 
has not been such a matter of accident or fortuity 
as you may have been led to believe. The building 
of a General Electric or a Bell Telephone or any 
of the other great organizations of which America 
boasts has not been a matter of accident or fortuity. 


Upon what plane, then, must a literature be 
pitched to hold the mind? Remember that the 
publishing world has been filled with magazines 
which, like the obelisks and pyramids, have been 
visited once or twice and soon forgotten. 

The plane upon which any literature must be 
pitched is the plane of the anticipated reader’s life. 
That is, the story which, both as to incident and 
climax, will be within the range of what might very 





*Voluntary circulation is the number of copies of a magazine that people 
will buy, issue by issue, if left to their own devices. 


well happen to the reader himself. Also, the setting 
of the story must be within the range of his environ- 
ment. And when these two things have been done, 
the mind of the reader accepts and encompasses 
your story, and the individual comes back for more. 
Stories of Bar Harbor or Park Avenue may interest 
you; but you are a very small part of mass-minded 
America. 


It is upon this basis—the basis of stories within 
the simple setting and environment of the masses— 
that Macfadden has built the largest voluntary 
magazine circulation in the world. 


¥ ¥ MH 


This, and one other very important factor: namely, that 
Macfadden has fortunately been able to publish magazines 
entirely to interest the reader. Macfadden profits for years 
were made largely out of the sale of the magazines themselves, 
quite regardless of the advertising. 

No Macfadden editor was ever made conscious of what 
the advertiser might or might not think of his front cover or 
his pictures or his stories. All he had to be concerned with 
was the returns from his newsstands, which told him with each 
issue just what his readers were thinking about. 


He didn’t even have to guess very much about the material 
that would interest his readers. His readers themselves were 
telling him exactly what they wanted through the innumerable 
manuscripts and letters and human documents that came pour- 
ing in to his editorial offices. 


Probably Macfadden’s greatest discovery was the analysis 
of what all that vast outpouring of material promised for the 
future of America, when you studied it sociologically as to 
its underlay rather than as to the material itself. 


Studied in that way, nobody could fail to see that the great 
mass of American people were conventional-minded, that they 
did not want any change in the basis of their morals nor the 
form of their government, but that they did want to learn to 
acquire new wants and desires, that they did want to cooperate 
with that supreme effort of America by which they, as a mass, 
would cease to be merely the commodity that made things and 
become the market that consumed them. 

And from cover to cover of every Macfadden publication, 
that is the thing that has been fostered from the start, until 
today Macfadden stands with the largest voluntary magazine 
circulation this world has ever seen and the greatest single, 
intelligently cultivated mass market this nation or any other 
nation has ever known. 

That is why we now can take this enormous mass of readers, 
which you manufacturers of America originally began to foster 
with money and leisure, and turn them back to you definitely 


and truthfully tabulated as ‘The Macfadden Market’’. 
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Roper Exhorts ee to Lead Traffic War 
Says Makers - Must Beat | | 


Politicians 


(Continued from Page 


initiative—and not through out- 
side groups—to bring about uni- 
form traffic legislation and law 
enforcement?” 

And a little later in the day, 
John L. Lovett, manager of the 
Michigan Manufacturers Assn., 
presiding over the organization 
meeting of the conference’s Com- 
mittee on Co-operation with Auto- 
motive Industry, of which he is 
chairman, declared: 


Wams of Hysteria 

“We must not blind ourselves 
to the fact that in spite of all 
that has been done to solve the 
traffic accident problem the 
deadly toll is still increasing. And 
we must also realize that unless 
there is effective co-operation 
and co-ordination of efforts to 
obtain proper legislation for the 
regulation of the use of motor 
vehicles the politicians will take 
charge. Then all concerned 
would be harmed. 

“We are here to do a job and 
must unite on sensible legislative 
proposals or face the possibility 
of hysterical legislation by poli- 
ticians in the 48 states and prob- 
ably here in Washington. We 
must see if we cannot work out 
formulss ahead of the _ poli- 
ticians.” 


Facts Needed 

Lovett said two things can be 
done toward cutting down traffic | 
accidents, the immediate gather- 
ing of accurate statistics on ac- 
cidents and their causes. Figures 
two months old are of no value, 
he said, adding that the com- 
merce department now has plans 
for faster statistics service. The} 
next step, he said, is to devise on 
the basis of statistics on major | 
causes some effective steps to} 
minimize accidents. 


One of Lovett’s first acts was 
to name chairmen of three sub- | 
committees, as follows: Paul 
Hoffman, chairman of the traffic 
safety committee of the Automo- 
bile Mfrs. Assn., committee of 


| of enforcement of traffic laws. 


to the Punch 


1) 
P. Henry, president American 
| Automobile Assn., chairman of 

driver regulation committee; C. 
|C. Carlton, president Automotive 
Parts and Equipment Assn., com- 
mittee on devices, accessories and 
brakes. 

In explaining that the Hoffman 
committee’s job would be to bring 
forth the suggestions of car 
manufacturers for remedying 
traffic conditions, Lovett empha- 
sized that the industry has al- 
ready performed highly laudable 
services along this line but that 
more probably can be done. 


The committees appointed are 
to meet in the near future and 
submit preliminary reports in 
about a month. 


Must Collate Facts 

During the deliberation of 
Lovett’s group there was general 
agreement that the situation de- 
mands greater correlation of in- 
formation bearing on automobile 
accidents already collected by the 
National Conference on Highway 
Safety, National Safety Council 
and similar organizations. There 
was also general discussion of the 
traffic safety problem. 


Roy F. Britton, director of the 
National Highway Users Confer- | 
ence, asserted “the automobile 
has a good record compared with 
the accident toll in homes and 
industry” where it might be sup- 
posed the hazards are fewer, 
pointing out that each of those 
classifications have about the} 
same number of fatal accidents 
annually as motoring. Auto acci- 
dents attract more attention, he 
said, because they are more spec- 
tacular. Britton also declared 
too much emphasis is being 
placed on the smaller causes of 
automobile accidents and that 
real solution lies in concentration 


R. P. Fohey, of the Chrysler 
Corp., speaking for the traffic 
safety committee of the AMA, 





automobile manufacturers; Thos. 








jing were 





said that organization is working 





Michigan Dealer Finds 


Feeder Profit Source 


| vention. 


(Continued fr | sibility belongs with 


on the market not confining him- 
self to any one brand. This pro- 
gram permits him to furnish the 
car owner just what brand of 
grease he prefers and Pinkham 
gets $1 for what he ealls a 
“quality job.” 

Descending the short ramp from 
the grease rack one finds a com- 
plete ouick repair and adjust- 
ment department which handles 
all the minor repairs. Forty to 
50 jobs a day pass through this 
department. It has taken in 








1,625 Crashes in Year 


At Grade Crossings 
Washington, Dec. 20.—Highway 
grade crossing accidents involv- 
ing motor vehicles during the six 
months ended June 30, 1935, to- 
taled 1.625, and of that number 
330 involved trucks, according to 
figures released this week by the 
Interstate Commerce Commission, 
Bureau of Statistics. 
Of the 1,625 accidents the train 
struck the motor vehicle in 1026, 
or 63.14 per cent of the cases, 


while the motor vehicle ran into 
the train in 599 cases, or 36.86 
per cent. | 





WANTED—Overhead Convey- 
or, several thousand feet of 
good used 4-in. I beam over- 
head conveyor, complete with 
drive. Box 1011, Automotive 


Daily News, 527 New Center 
Bldg., Detroit, Mich. 








om Page 8) 

scores of other cars which have 
in turn been sent to the main 
major repair shop at the east end 
plant. Flanking the shop is found 
a complete wash rack and a scien- 
tific headlight adjusting depart- 
ment. A parts department carry- 
ing fast moving parts occupies | 
one side of the shop room and 
here too one finds a Ford-West- 
inghouse motor analyzer to sup- 
plement the work in the shop by 





telling the owner just what is 
wrong with his motor. Ford and 
U.S. batteries are carried in stock 
and battery repairs and charging 
is an important and profitable part 
of the station. Another feature 
which contributes to Pinkham’s 
profits is a large stock of U. S. 
tires, the company being the Jack- 
son county jobbers for the com- 
plete line of truck and motor car 
tires. 
Features Accessories 


Accessories too are a big fea- 
ture of the Pinkham operation. 
Radios, heaters, windshield de- 
frosters and the usual run of 
needed items are well displayed 
and sales are reported daily. In 
November sales of 38 radios and 
50 heaters brought in good profits. 

The Pinkham plant is one worth 
the investigation of any dealer 
thinking of adopting the new type 
of automotive merchandising. A 
study of the inner operations and 
the close management will show 
that quick service stations selling 
yas and oil and erstwhile a home 
for the motorist is a paying prop- 
osition, 








Fruehauf, is mounted on a Ford truck-tractor. 


feet wide. 


be housed and visitors will exit through doors at rear. 
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Standing at 


Glazebrook, who designed the safety school. 





out a new safety program which 
is not quite ready for presenta- 
tion and Alfred Reeves, vice- 
n-ecsident and general manager of 
AMA, added that the American 
Standards committee is working 
along similar lines. 
Weaver’s Warning 

G. E. Weaver, of the Wesrver 
Mfg. Co., of Springfield, Mass., 
agreed that politicians will bring 
about hardships for all unless 
something is done by those most 
interested in protecting the indus- 
try and motoring in general. 

Others at this committee meet- 
Pyke Johnson, vice- 
president in charge of the Wash- 
ington office of AMA; James L. 
Fieser, vice-chairman of the 
American Red Cross, who de- 
scribed the 25,000 first aid sta- 
tions that organization is install- 
ing along the nation’s highways; 
Ernest N. Smith, vice-president 
of the American Automobile 
Assn.; H. S. Welch, chief of au- 
tomotive division. commerce de- 
partment; Neal G. Adair, of Mo- 
tor Magazine, and Gordon C. Bat- 
ley, of the American Trucking 
Assn. 


“The increasing accident calam- 
ity is an anomaly in modern 
civilization,” said Secretary Roper 
in his address to the delegates 
from all over the country, many 


| the official representatives of gov- 


ernors of states. 

Secretary Roper took pains to 
emphasize that the conference 
was not a move by the federal 
government to assume national 
responsibility for accident pre- 
“Distinctly, that respon- 
individuals, 


industries, state and local com- 
| munities, and there it must re- 
main,” he said. 


“The public is beginning to re- 
alize the overwhelming nature 
of accidents and that there are 
many distressing accidents else- 
where than on the highways, that 
there are accidents in industry 
and in homes that are killing 
almost twice as many persons 
yearly as on the highways. 

“But it is motor car deaths 
that occupy most of their atten- 
tion, possibly because they are 
public and the newspapers fea- 
ture them. The outstanding rea- 
sons for these motor fatalities 
are being demanded. The people 
wish to know why this slaughter 
and maiming of defenseless per- 
sons goes on. 

What are Causes 

“Is it high speed? Is it liquor? 
Is it defective mechanism? Is it 
careless driving? Is it improper 
law enforcement? Is it poor 
lights? Is it bad highways? Evi- 
dently it is not just one of these, 
but all are contributing causes. 
Now how can they be stopped? 
And so I ask what are we going 
to do about it? Are we, as rep- 
resentatives of groups, meeting 
the situation to the best of our 
ability?” 

That Roper does not train with 
the school of thought which sad- 
dles too much blame upon motor 
cars and equipment was evident 
when he asserted: 

“IT am not unmindful of the 
fact that the question of safe- 











ONE OF THE safety school units Johns-Manville will send on the road in January to carry a 
graphic message of safety to individuals who drive cars throughout the country. The trailer, built by 
The trailer is 25 feet long, nine fect high and seven 
Doors on the side will give admittance to the interior where safety school apparatus will 


the door of the cab is James R. 


Upholstery, Largest Cost 


Item, Brings on Problems 





Detroit, Dec, 20.—The largest 
single expense item that enters aI 
car, with the exception of dis- 
tributor points, is upholstering. 
And the largest single worry over 
upholstering is its variable char- | 
acteristics. Production men lose 
sleep studying ways to handle 
varying shades, weights, textures | 
and strengths. 

The automobile industry has} 
challenged the textile makers to | 
produce better and more uniform | 
material. The exacting demands 
for materials that go into the 
modern car are greater than the 
textile industry, one of the oldest 
in the world, can meet. Efficient 
and speedy means of manufactur- 
ing cars have extended into the 
textile factories and greatly in- 
creased production and product, 
according to Henry D. Grimes, 
chief chemist at the Wood Wor- 
sted Mills of the American 
Woolen Co. 

Speaking at the regular dinner 
meeting of the Detroit Society of 
Automotive Engineers Monday, 
he told automobile production 
men that when it came to produc- 
tion problems a worsted mill 
could far outdo the automobile 
plant. He spoke of variables in 
wool that ran as high as 750 per 
cent, on fibres ranging in size 
from four one-thousandths of an 
inch to 30 thousandths of an inch. 
This variance in fibre size greatly 
influences tensile strength and 
texture. Differences in chemical 
constituency of wool seriously 
hampers uniform dyeing and 
causes a variation in shades that 
even the most scientific methods 
of manufacture have been unable 
to eliminate. 


Ernest A. Adams jr., lead-off 
speaker and supervisor of man- 
ufacturing and distribution of 
automotive trim textile for Amer- 
ican Woolen, described generally 
the scope of the textile industry. 

H. C. Templeton, manager of 
the Assabet Mills, paid tribute to 
the automobile industry and said 
that its co-operation had shown 
textile makers many of their 





guarding streets and highways 
has been a highly controversial 
one and that many points regard- 
ing it are still in dispute, but I 
insist that somewhere in this 
problem, as in all others, truth 
exists and that it should be 
brought to light. Having estab- 
lished the facts as to what should 
be done, then we should go ahead 
and do it.” 


Besides the Committee on Co- 
operation with the Automotive 
Industry, the conference named 
the following groups: Uniform 
Traffic Regulation, Representa- 
tive Emmet O’Neal, of Kentucky, 
chairman; Driver Safety and Law 
Enforcement, Dr. B. L. Corbett, 
chairman; Street and Highway 
Improvements, Thomas J. Wat- 
son, chairman; Co-operation with 
Common Carriers, W. Averell 
Harriman, chairman, 


shortcomings and gone a long 
way to introduce new efficiency 
into cloth manufacturing. 

In the discussion that followed, 
automotive engineers suggested 
closer co-operation between the 
production men in the Detroit 
plants and the textile mills, and 
further study of their mutual 
problems toward reduction of the 
variables in upholstering textiles. 

Wool in various stages of man- 
ufacture was displayed in an ad- 
joining room. 


Ford to Educate 
Chicago Dealers 
In Service Ways 


Chicago, Dec. 20.—The Chicago 
branch of Ford will undertake a 
campaign of education among its 
dealers in this area for purposes 
of encouraging them to improve 
their service facilities, merchan- 
dising methods and personnel. 

Such was the word from W. K. 
Edmunds, branch manager, in a 
talk to a record turnout of 800 
at the Ford service clinic here 





Thursday at the International 
Amphitheatre. His talk wound 
up the service playlet accom- 


panied by appropriate displays 
and described in detail in the 
Dec. 7 issue of Automotive Daily 
News. Edmunds announced that 
the educational campaign will 
take the form of personally con- 
ducted tours to Ford dealer estab- 
lishments with model service set- 
ups. F. T. Yeager of the factory 
service department attended the 
clinic. A. E. Klemmedson and 
H. C. Lamborn of the Chicago 
branch also addressed the deal- 
ers and their service chiefs. “Sev- 
enty cents of the service dollar is 
spent in quick jobs of the one- 
stop variety,” said Edmunds. 
“You dealers can get more of 
this business through the right 
kind of modern equipment, the 
proper personnel and a drive for 
volume.” 


Named President 


Chicago, Dec. 20.—William Wink- 
ler, head of a large hauling concern 
bearing his name, has just been 
elected president of the Cartage 
Exchange of Chicago. He was re- 
cently chosen vice-president of the 
American Trucking Assn.,_ Ine. 
Winkler started his business career 
in Chicago many years ago as 
helper to James Levy, now a promi- 
nent Buick dealer on auto row. He 
also worked as a mechanic at the 
Kissel branch here. 








Briggs Resigns 

Milwaukee, Wis., Dec. 20.—Stephen 
F. Briggs, chairman of the Briggs 
& Stratton Corp., Milwaukee, has 
relinquished the board chairmanship 
of Outboard Motors Corp. here. Of- 
ficially it was said his recent acquisi- 
tion of controlling interest of the 
Johnson Motor Co., of Waukegan, 
Ill., led to his decision to ask that 
his name be withheld at the meeting 
of directors. 
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Profits plucked from the Air! 


Some of the many magic uses 
to which radio advertising is put 


T HAS been said that Lord & Thomas 

have pioneered more new things in 
radio than all the other agencies combined. 

Certainly the famous “Firsts” which 
distinguish our record support this state- 
ment, and notable sales results confirm it. 

But Lord & Thomas are the last who 
would care to be characterized as a “radio 
agency.” Our record in the successful use 
of all the other advertising media is an 
open book. 

It is no accident that practically all of 
the successful users of broadcast adver- 
tising are large and successful users of 
other advertising media. With a large back- 
ground of newspaper and magazine adver- 
tising, far-seeing advertisers have found in 
broadcasting the way to more customers, 
reached by a different method. 

Since the nature of the sales tasks given 
us vary almost as widely as the character 
of our clients’ businesses, a thorough 
knowledge of the broadcast medium is es- 
sential in deciding the method of adver- 
tising attack. 


Programs Must Do More than Entertain 
—They Must Sell 


Lord & Thomas never lose sight of this 
fundamental. In the distinguished pro- 
grams which bear the imprint of Lord & 
Thomas showmanship, salesmanship is 
strikingly evident. Each program is not 
only a first-rate show — it is a first-rate 
selling show, as sales records will prove. 

Our radio departments include program 
directors, continuity musical 
directors. They are versed in every phase 
of broadcast advertising. They have been 
foremost in recognizing new talent, and in 
securing it for advertisers at advantageous 


experts, 


prices. 

Lord & Thomas offer evidence of the 
most convincing kind to support these 
claims — the sales records of many of 
America’s most important advertisers. We 
are happy to offer the accumulated wealth 
of our experience to national advertisers. 


We present, below, the radio shows cur- 
rently sponsored by our clients on na- 
tional networks. 


Pepsodent, with “Amos ’n’ Andy” 


Today—who does not know Amos ’n’ Andy? And 
Pepsodent? This blackface team, first of all the present- 
day strip programs, is in its seventh great year. And still 
voted the No. 1 laugh show of the air! 

—NBC Red Network, 7 P. M., week nights, E. S. T. 


Lucky Strike, “Your Hit Parade” 


For many years a trail blazer on the air, Lucky Strike is 
represented by a large musical show, with a great or- 
chestra. —NBC Red Network, 8 P. M., Sat., E. S. T. 


“Cities Service Concert” with 


Jessica Dragonette 
Jessica Dragonette, recently voted radio’s favorite 
woman star, is in her sixth straight year as the singing 
star of the Cities Service Hour, with a well known or- 
chestra and quartet. An outstanding program for build- 
ing sales and creating good-will. 
—NBC Red Network, 8 P, M., Fri., E.S. 7. 


“The Magic Key”’ of RCA 


Radio acts as good-will ambassador and salesman for a 
great company, the Radio Corporation of America, and 
the members of the RCA family: RCA Mfg. Co., RCA 
Communications, Ine., Radiomarine Corp., National 
Broadcasting Co. An entirely new kind of radio hour, 
enlisting the greatest array of international stars ever 
assembled for one program. 

—NBC Blue Network, 2 P. M., Sun., E. S. T. 


Associated Oil, Football Broadcasts 


Another Lord & Thomas “First” —chain radio sponsor- 
ship of big West Coast football games. A splendid ex- 
ample of radio service to the consumer, and a natural 


vehicle for regional promotion of a product. 
—Pacific Coast Networks, Sat. afternoon 


Pepsodent, with ‘Al Pearce 
and His Gang” 


A great new show pre-proved by its top ranking for 
six years on the Pacific Coast. Through it we bring 
Pepsodent Tooth Powder and Junis Cream to millions 
of women listeners three times a week in the late after- 


noon at approximately half the cost of evening hours. 
—NBC Red Network, 5 P. M., week nights, E. S. T. 


Bourjois, “Evening in Paris Roof” 
Authentic Parisian atmosphere, created for this popu- 
lar-priced cosmetic line. Featuring Odette Myrtil, French 
star, the entire program reflects a sales mood charac- 
teristic of the product. 

— NBC Blue Network, 8:30 P. M., Mon., E. S. T. 


Kleenex, “The Story of Mary Marlin” 


Introduced as a cold cream remover, Kleenex sought 
new customers for its many other uses. “The Story of 
Mary Marlin” was tested locally...a hit! Put on a 
national chain, sales pyramided, “Mary Marlin” became 
radio’s most popular daytime show. 

—CBS, 12:30 P. M., week days, E. S. T. 










Some radio “firsts” 
credited to Lord & Thomas 
(NAMES ON REQUEST) 


It has been said that Lord & Thomas 
pioneered more new things in radio 
than all the other agencies combined. 
Those credited to us are listed briefly 
below: 


1, First Daily Radio Contest of 
National Scope 
It rocked American streets with conver- 
sation. Made an average of 10,000 one- 
dollar sales a day for months. 

2. First Daily Network Strip Program 
Started a whole new technique of com- 
mercial program building. 

3. First to Rebroadcast Commercial 
Program 
Repeat same program late at night for 
Far West coverage. 

4. First Big Hit Variety Musical Show 
Sponsored on Network 
Set the pattern for big commercial musi- 
cal production shows in radio. 

5. First Commercial Broadcast of 
Metropolitan Opera Series 

6. First Commercial Series of Pick-ups 
of Foreign Dance Orchestras 

7. First Sustained Commercial Series of 
Spot Pick-ups 
Artists and orchestras from all over 
country picked up on same program. 

8. First to Present Authentic Police and 
Department of Justice Dramas 

9. First in Number of Contest Returns 
1,800,000 forty-cent purchases in two 
weeks. 

10. First Chain Sponsorship of Football 
ll. First Network Daytime Serial Show to 
Women 


Talent which was first sponsored or 
popularized nationally through us 



































Amos ‘n’ Andy; Bing Crosby; Eddie Duchin; 
Hal Kemp; Walter O’Keefe; Phil Cook; The 
Goldbergs; Rosario Bourdon; Donald Novis; 
Fred Astaire; Lum and Abner; Al Goodman; 
The Revellers; Walter Winchell; Jack Pearl; 
Clara, Lu and Em; The Cavaliers; B. A. Rolfe; 
Al Pearce. 










Horlick’s Malted Milk, 
with “Lum and Abner” 


Local radio tests decided Horlick’s on an unusual step — 
to concentrate the entire appropriation on radio, and 
“Lum and Abner.” They were recently voted the third 
most popular air team. 

—NBC Blue Network, 7:30 P. M., week nights, E. S. T. 


Other radio programs featured locally by Lord & 
Thomas include: “Jeannine and Lilac Time,” Pinaud 
..-Local Koolmotor Broadcasts in three cities, for 
Crew Levick Co., a Cities Service subsidiary... St. Paul 
“Traffic Court Broadcasts,” Nestlé’s Lion Brand Milk 
..- Numerous spot announcements for RCA tubes... 


LORD & THOMAS : advertising 
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Here’s a Dealer Franchise 


Made-to-Order for 











A Luxurious 
New Eight 







@ 1. PRODUCT POPULARITY 


Everybody in the industry knows that Oldsmobile sales 
were doubled in 1934 . . . doubled again in 1935 . . . and 
that the public acceptance of the Oldsmobile Six and 
Eight is one of the most phenomenal demonstrations of 
popularity enjoyed by any car in years. 










bee ie 4 
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@ 2. LIBERAL DISCOUNTS 






A Big Roomy 
New Six 






The new 1936 Oldsmobile Franchise provides very liberal 
discounts. Its discount schedules take into consideration 
types of cars, and sales of parts and accessories. 















here are definite reasons why Oldsmobile © 3. GOOD CAR DISTRIBUTION 


dealers throughout America are in a position ara ; 
8 P Oldsmobile’s car distribution system assists the dealer in 


to make real money in 1936. Here are nine of getting exactly the right car to fill each specific order. 
This means that cars are built from dealers’ orders .. . 


even to such specifications as body type, color, uphol- 
over and you will understand why so many stery, equipment, etc. 


them, in clear and concise form. Read them 


dealers in every section of the country have 
found the Oldsmobile Franchise one of the @ 4. FRIENDLY FACTORY-DEALER RELATIONS 


most desirable of all. Oldsmobile dealers know, Oldsmobile is noted throughout the industry for fair 


square, friendly and helpful relations with its dealers. 


from their own experience, what these nine Oldsmobile promotes their interests along with its own. 


points mean in profit possibilities ... know 
that they establish this franchise as one fran- @ 5. AMPLE TERRITORY FOR EVERY DEALER 
chise that is made to order for making money! Oldsmobile establishes only one dealer in a town except 








OLDS M O 
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that’s 


Making Money! 


in metropolitan cities. Each dealer is assured an ample 
potential for a highly satisfactory profit opportunity. 


@ 6. TERRITORY PROTECTION 


Oldsmobile protects its dealers in the cities in which they 
are located .. . giving no selling rights therein to dealers 
in adjacent towns. 


@ 7. BUSINESS MANAGEMENT ASSISTANCE 


Where dealers desire it, Oldsmobile provides, without 
cost, the assistance of men who have had years of experi- 
ence in analyzing thousands of retail operations, and who 
are qualified to counsel with dealers on their operating 
problems. 


'@ 8. STRONG ADVERTISING 


Oldsmobile carries on a consistent campaign of national 
advertising ... but a special feature of Oldsmobile’s ad- 
vertising program is the local advertising run for dealers 
in their own communities over their own firm names. 


@ 9 PRACTICAL SALES PROMOTION ASSISTANCE 


Oldsmobile dealers receive throughout the year a pro- 
gram of practical, timely sales promotion helps on both 
new and used cars—every one of them designed solely 
to help sell more cars at a profit. 


It is not by chance that Oldsmobile dealers 
throughout the United States enjoy a happy 
profit position. Oldsmobile has planned care- 
fully in the dealer’s interests. Oldsmobile realizes 
that its own success is closely linked with that 
of its dealer organization... has built its Dealer 
Franchise, and established its policies on the 
basis of understanding co-operation, with one 
important end in view:—To give every Olds- 
mobile dealer an opportunity to build for him- 
self a permanent and prosperous business. 


Why not investigate the money-making possi- 
bilities of the Oldsmobile Franchise for 1936? 
A letter or telegram will bring you full particu- 
lars ... and you can be assured that your 
inquiry will be held in strictest confidence. 
Address D. E. Ralston, Vice President and 
General Sales Manager, Olds Motor Works, 
Lansing, Michigan. 


NEW LOW-COST 6% G.M. A.C. TIME PAYMENT PLAN 


*Sixes $665 and up... Eights $810 and up, list prices at 
Lansing, subject to change without notice. Safety Glass 
standard equipment all around. Bumpers with guards, 
spare tire, and rear spring covers built into all cars at the 


factory at extracost. A GENERAL MOTORS VALUE 


BILE °665° 
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F Mderal Adds Four _Cylinder, “a- to 1-Ton Truck 


Designed to o Carry 


Light, Bulky Loads 


(Continued from Page 1) 





ard 128-inch wheelbase chassis 
with standard equipment. Two 
other wheelbase lengths, 143-inch 
and 152-inch, are available at 
slightly higher prices. The gross 
capacity of the truck is 7,500 
pounds. 

The same styling characteris- 
tics of the heavier Federal trucks 
have been carried out in this new 
model, the only difference being 
that the proportions are smaller. 
The radiator has rounded edges, 
is inclined and fitted with an at- 
tractive grill. The hood and cowl 
are streamlined. De luxe equip- 
ment is available. Included are 
skirted front fenders, rubber step 
plates and chrome plated radiator, 
bumper, hub caps, hood hinge and 
headlights. 

Rubber Mounts 

The four-cylinder engine is 
mounted in rubber at three points. 
It has a 3%-inch bore, 4%-inch 
stroke, 1988 cubic inches piston 
displacement and is rated at 50 
horsepower. It has a three-bear- 
ing crankshaft, shaft driven cen- 





THE STANDARD FEDERAL stake body Model 10 has pressed 


steel stakes, steel sign panel and swinging gates in center. 
balance of the body is of hardwood. It is made in two lengths—nine 
feet and 10 feet, and in two heights, 36 inches and 42 inches. The 


width inside is 81 inches, 


trifugal water pump, force feed ©——— 


lubrication, valve seat inserts, 
helical timing gears, downdraft | 
carburetor, air cleaner and fuel 
pump. 

The frame is of the pressed 
steel fish belly type with a maxi- 
mum depth of seven inches. The 
flanges measure 2% inches and 
the stock on the 128-inch wheel- 
base length is 3/16 inch thick. For 
extra strength the frame stock on 
the 143-inch and 152-inch wheel- 
base lengths is 7/32 inch thick. 

Long Springs 

The front springs are 38 inches 
long by 2% inches wide and the 
rear springs are 50 inches long by 
2% inches wide. Front springs are 
fore-shackled. Rear springs are 
fixed at the front end and rear 
ends float on frame brackets, 
eliminating pins and shackles. All 
spring eyes and shackles are rub- 
ber bushed. No lubrication what- 
ever is required at any of the 
connection points. 


Front and rear axles are Tim- 
ken. The rear axle is full float- 
ing bevel drive type. Like all 
other Federal trucks, the new 
model 10 is equipped with Lock- 
heed four-wheel hydraulic brakes 
and cast brake drums. The front 
brakes are 14 inches in diameter 
by 1% inches wide, and the rear 
brakes are 15 inches in diameter 
by 2% inches wide. 


Other chassis specifications in- 
clude a 10-inch truck type single 
plate clutch, four-speed transmis- 
sion, roller bearing universal 
joints, 6.00/20 truck type balloon 
tires and cast steel wheels. Dual 


EXECUTIVE, with successful 
management record, and 


proven sales ability to take 
charge of Commercial Auto- 


mobile Body business, Box 
1010, Automotive Daily News, 
527 New Center Bldg., De- 
troit, Mich. 








, Washington, 


| president; 
| tary, and Robert Welch, treasurer. | 








rear tires are 


cost. 

Two Cabs Offered 
Two cabs are offered. The | 
standard cab has a one-piece | 


sloping windshield and there is a 
de luxe cab with V-type sloping 
windshield. Both cabs have in- 
sulated steel one-piece roofs and 
are lined with plywood. The cabs 


furnished at extra | 





have 32-inch doors. Skirts ex- 
tending down to the running 


| boards, a decorative moulding on 


the sides, chrome plated wind- 
shield frame, heavy felt insulated 
rubber floor mat and easier op- 
erating window regulators are 
featured. Seats are of the air 
cushion spring type and the backs 
are of spring construction pad- 
ded with hair and covered with 
textile leather. 


Five standard bodies to fit 
practically all transportation 
needs are now being built. The 
new bodies include panel, flare 
board open express, stake, canopy 
and screen side types. 


The 








Mich. ianalaaiis 
Hear Safety Plea | 
At Detroit Meet 


Detroit, Dec. 20. 
co-operation in the 


A plea for 


nationwide | 


|safety campaign being waged by | 


The American Trucking Assns., 
Inec., was voiced Thursday even- 
ing by the associations’ president, 
Ted V. Rodgers, in an address be- 
fore 250 members of the Michigan 
unit at their second annual ban- 
quet. 

Rodgers said that he had at- 
tended, Wednesday, a meeting in 
called by Secretary 
of Commerce Daniel C. Roper, at | 


; the request of President Roose- | 
| velt, 


to discuss safety measures 
by the trucking industry. 

Rodgers quoted Secretary Roper 
as saying, “that it is not just a | 
case for slogans. We should do 
more practice and less preach- | 
ing.” 

The Motor Carriers Act, passed 
at the last session of Congress 
with the assistance of the associ- 
ation, was explained by Rodgers, 
who urged that all truckers co- 
operate in carrying out terms of 
the act. 

During the business session of | 
the convention, held earlier in the 
day in the Detroit-Leland Hotel, 
James Godfrey was named tem- 
porary president of the Michigan 
unit until an election is held later. 
Other temporary officers named | 
are John Vander Jagt, vice- 
H. H. Hardy, secre- 


Lifts Common 


Akron, O., Dec. 20.—Firestone Tire 
& Rubber Co. has placed its common 
stock on a $1.20 annual basis, as 
against 40 cents previously, with 
declaration of a quarterly payment 
of 30 cents. 








FIVE STANDARD Federal-built bodies, including panel, 


stake, 


flare board express with canopy top, canopy top screen side and flare 
board open express which fit practically all transportation needs, will 
be furnished for the new Federal Model 10. 


Chris 


y Sinsabaugh 





(Continued from Page 1) 
spring peak, and are rapidly ap- | Newspapers will suddenly drop it.” 


proaching it. After all, that 
means so much “velvet” for the 
car manufacturers and dealers 
when you compare this present 


quarter with the same period last | 


year when the industry was in 
comparative idleness so far as re- 
tail sales were concerned. Chapin 
holds when a dealer loses a sale 
because of inability to 
that sale may be lost forever. 
Having new models in early fall 
creates many new buyers. 


Selling next year’s models in 


|this quarter is not robbing Peter 


to pay Paul, he feels. Few of 


these sales come out of the spring | 


selling season, he thinks. Rather, 
the fall announcement plan is sell- 
ing cars now that would not be 
sold otherwise. Fall buying, 
superimposed on the spring sea- 
son means a greater total volume 
per year for the industry as a 
whole, is his belief. 


* + x 


CONTENDING that “speed in 
itself is not dangerous. Slowness 
| is not of itself safe,” Ray W. 


Sherman has written a most sen- 

sible book which is just off the 
press of the Thomas Y. Crowell 
Co., of New York, the same house 
that put out Franklin H. Reck’s 
literary effort, “Automobiles From 
Start to Finish.” 


Sherman titles his book “If 
You’re Going to Drive Fast,” on 
the well sustained theory that 


“even though it might be desir- 
able to slow down all drivers, I 


deliver, | 


do not believe we are ever going | 


" Therefore, 
to teach 


to be able to do so. 
Sherman is trying 


|drivers how to handle their cars 


at speed and the book drips with 


| words of wisdom that can well 


absorbed by all types of 
drivers. This information might 
well be called “inside stuff” on 
the art of driving and I heartily 
|} recommend it. 

* + 


SHERMAN KNOWS his stuff. 
He’s of the same breed of cats as 
this conductor—Motor Age, Motor 
World, Automotive Industries and 
later editor of Motor Magazine. 
He’s never been a speed bug 
just the average driver who was 


be 


* 


smart enough to study the tech- | 


nique of fine driving and apply 
it. So his story has lots of com- 
mon sense to it. He doesn’t at- 
tempt to solve the traffic problem 


and he does put a finger on the | 


sore spots. 


For instance, Sherman says: 
“And in my opinion, campaigns 
of ‘horror’ are a menace rather 
than a help. Dangling a collec- 
tion of mangled remains before 
the eyes of a 
succeeds only in 
morale and makes him a worse 
driver than he was before. He 

may go slower but he drives more 
dangerously. 
be a violent reaction against traf- 
fic ‘horrification’ in public print. 


shaking his 


driver generally | 


| Elgin National 


I am in sympathy with Sherman 
| on this point. 
* 


x * 





}is wri 


Eddie Rickenbacker, America’s 





| War and now chairman of the 
Contest Board of the American 
| Automobile Assn., of which Sher- 

man also is a member. And Rick 
| puts his endorsement on the ad- 
| vice given by the author, saying: 


“T agree thoroughly with the 
| author in his statement that a 
new phase of safety campaigns 
of the future should be how to 
drive with skill rather than 
merely to drive slowly. There 
are times and places for various 
speeds, and these the good driver 
knows. There are things a car 
will do and won’t do, and these 
likewise the good driver never 
forgets. There are_ practices 
known to old-time drivers which 
should be known to every driver, 
for even though the maker builds 
the best and safest car in the 
world, still its safety is deter- 
mined by the person who handles 
i” 
* * * 

THANKS TO RICK, I too am 
again a member of the AAA | 
Contest Board after 10 years on 
the shelf—or would you call it | 
pigeonhole? I point with pride | 
to eight years’ service on this | 
board under the late Dick X. 
Kennerdell, God rest his 


and other gentlemen of the old 
school, in that era in which the 
road races cast 
a shadow even over the historic 
Vanderbilt and in which I had 
the honor of acting as referee of 
the 1921 Indianapolis race. So 
Rick won’t have to teach this old 
dog any new tricks. 


* * * 


WAGSTAFF OF PLYMOUTH 
is going to have the boys out of 
the trenches by Christmas. 


By 





THE FOREWORD of the book | 


tten by none other than | > 
jtroit area. 


aviation ace of aces in the Great | 








| which is meant the 24 students of 
the Chrysler Institute of Engi- 
neering and the University of De- 
troit who have been following the 
show circuit as Plymouth chassis 
lecturers. This was something new 
for Plymouth, which up to this 
season never used chassis lec- 
turers at the show. 


There were 27 of these shows to 
cover and General Wagstaff was 
in command of this detachment. 
The boys were dressed in natty 
uniforms and broke all long dis- 
tance records for tongue wagging. 
But their lectures sold cars, 
Harry Moock says, so this gift of 
gab on the part of the youngsters 
more than offset the cost of the 
expedition. The show circuit is 
now over, so that’s why Wag can 
boast he has ’em out of the 
trenches in time to hang up their 
Christmas stockings. 


New Tire Plan 


Meets Approval 
In Detroit Area 





Detroit, Dec. 20.—Efforts of the 
tire manufacturers to stabilize the 
prices to the retail buyer and 
small quantity fleet purchases is 
meeting with success in the De- 
The manufacturers’ 
plan which went into effect Nov. 
1 called for the elimination of the 
ruinous discounts in vogue dur- 
ing the summer months and more 
particularly during the price wars 
which have been in operation 
during the major part of the 
year. The ruling on prices con- 
sisted of limiting the discount at 
retail to 10 per cent of the con- 
sumer list and 22% per cent dis- 
count to purchasers whose car 
equipment consists of five or more 
vehicles, cars or trucks. 


Excepting for certain stocks of 
tires covering commitments by 
the dealers who are liquidating 
their inventories at additional dis- 
counts, the 10 per cent suggested 
discounts on individual sales is 
being adhered to in general 
throughout this area, including 
Toledo and a few nearby points. 
Dealers who have adopted the 
program are united in favor of 
the program, as profits are being 
seen for the first time in many 
months. The general consensus 
|of opinion is that automobile tire 
price war fares are at an end and 
that by holding to the prices out- 
|lined by the manufacturers 1936 
will see a better year than ever 
for the majority of the tire 


| dealers. 
soul, | 
along with the late Cliff Ireland, | 
Dave Beecroft, Fred Croselmire | 


A side light on the situation is 
that from the standpoint of unit 
volume tire sales during the past 
60 days have been double that 
of a year ago. It is pointed out 
that a great number of the used 
cars offered for sale at the present 
time are being equipped with new 
tires. 

Operators of large fleets of com- 
mercial vehicles, cars and trucks 
appear to be falling in line with 
the 22% per cent discount, but in 
turn are demanding that the 
dealer selling the tires give better 
service and adjustments. 





FEDERAL MODEL 10 canopy top body is furnished in three 





There is going to| lengths, seven feet, 8% feet and 10 feet. Cab and body are integral. 
Inside dimensions, 54 inches high, 57 inches wide. 
side panels with six-inch flare boards. 


It has 13 inches 
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From the rich background of Ford Experience 


LINGOLA-ZEPHYR V-12 


THE LINCOLN-ZEPHYR V-12 is a modern car 
— born in the Lincoln tradition and bearing 
the Lincoln name. It shares the rich back- 
ground of experience which has developed 
the Ford and Lincoln cars. It accomplishes, 
for the first time, a successful mingling of 
advanced principles of streamlining, and 
efficient, economical operation. It brings to 
the medium-price field the luxury of 12-cylin- 
der performance with wholly new standards 
of power, comfort, safety, and beauty. 

A specially equipped division of the famous 
Lincoln plant is devoted to building the 
LINCOLN-ZEPHYR. Craftsmen, trained in 
Lincoln precision manufacture, supervise the 


building of the LINCOLN-ZEPHYR. 


Because the Ford Motor Company is the 
parent company of Lincoln and LINCOLN- 
ZEPHYR, the entire Ford resources are back 
of this new car—Ford sources of raw mate- 
rials, Ford purchasing power, Ford engineer- 


ing, and Ford production experience. 
The LINCOLN-ZEPHYR V-12 expresses 
Lincoln and Ford traditional ability to give 


outstanding value. 


PRICED FROM 


1275 


DETROIT 
AVAILABLE IN TWO SEDAN BODY TYPES 


Convenient, economical terms through the Authorized Finance 


Plans of the Universal Credit Company 


FORD MOTOR COMPANY 





(Continued from Page 


at least one delegate, and from all 


indications they came to the show | 
to buy. Reports from exhibitors | 


& Rim Co., new NSPA head. 
was to the effect that this year’s 


show is a clear indication that the | 
service end of the automotive | 
business is experiencing the same |! 
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Chicago Indicated as Host to the Next ASI Show 


See Better ‘Attendance: 
Amphitheatre First Choice 


1) 
prosperity 
sales. 

The 1936 show will 
| under the joint sponsorship of the 
|Motor and Equipment Manufac- 
; turers Assn. 
| Standard Parts Assn., it was de- 


evident in new car 


cided last week when the presi- | § 


| dents and executives of both or- 


| ganizations met in joint confer-| Ff 


| ence. 
At this meeting an agreement 


was reached not only to sponsor | 
| the next show but also to invite 
| the Motor and Equipment Whole- 


salers Assn. to participate in the 


sponsorship. In an announcement | 
| following the meeting it was also | 
/}announced that should this invi- 


tation not be accepted by the 


| MEWA the show will be operated 


by the other two bodies. 
May Hold Own Show 

This proviso in the agreement 
calling for either the two or three- 
way sponsorship was prompted, 
it was reported, by the recent an- 
nouncement made by MEWA in- 
dicating that the wholesaler’s or- 


|ganization has given some thought | 
J. P. MULLER, Ft. Worth Wheel | 


to the possibility of operating its 
|own show in 1936. The agreement 





| provided for the show to be oper- | 


| ated in much the same manner as 
it has been conducted for the 
past six years. 

One change from this year’s 


SERVICE STATION equipment, grease guns, of many types and 
descriptions was displayed in this booth of the Aro Equipment Co., 
Bryan, O., at the recent Automotive Service Industries exhibition at 


Atlantic City. 


IS LIKE THAT AT 
HOTEL CLEVELAND 


VERYONE remembers you.. 


gives 


you that pleasant little glow of 


realizing 


we're glad to have you here, 


and want you to be comfortable. 


Beds are deep and very soft, rooms are 
bright and pleasantly furnished. 


The food at Hotel Cleveland is famous 


Rare 


delicacies 


that remind you of 


France, or simple dishes prepared in the 
home-like way you enjoy them. 


In addition to being 


modern 
also the 


C ity. 


Cleveland's most 
and comfortable hotel, this is 


most centrally located in the 


Hotel Cleveland is only one step, 


via covered passage, from your train, 


and 


two 


steps from anywhere you'll 


want to go in the city. 


HOTEL /d 


Rooms from $2.50 
for one, $4 for two 


EY, 


be held} 


and the National | f 


show has been suggested, how- 
ever, in the schedule of days 
which will be designated as open 
and closed. In the 1936 show it 
is suggested that Monday and 
Tuesday be held exclusively for 


associations with Wednesday and 
Thursday open to invited jobber 
guests and that Friday be known 
as trade day when the entire 
maintenance trade will be eligible 
to attend. 

The universal optimism of the 
jobbers from not only every sec- 
|tion of the United States, but 
those attending from Canada and 
foreign countries, toward business 
conditions in the replacement field 
|for next year was very apparent 
at the show. This optimism was 
sincere, it was pointed out, be- 
|}eause of the volume of actual 
| orders placed during the show, es- 
|pecially for the new equipment 
items that were exhibited. 

Jobber Customer 


Several distinct trends were evi- 
denced in the replacement field. 
|Probably the most impressive of 
| these, expressed by both manu- 
facturer and jobber alike, was the 
feeling that the new car dealer is 
| definitely becoming one of the 
| jobber’s biggest customers, due to 
|the dealers increased attention to 
ithe service and accessory sales 
lend of the business. It was not 
at all unusual for jobbers acknowl- 
edged as outstanding merchan- 
disers for their particular terri- 
tory to state that during the year 
just passed the car dealer was 
their biggest and best customer. 
Many of these leading jobbers 
| have developed special services to 
| meet the needs of the car dealers 
|in their trading area and are 
| placing more emphasis on obtain- 
|ing this car dealer business than 





Louisville Show 
Best Ever Held 
Say Ky. Dealers 


Louisville, Ky., Dec. 20.—Louis- 
ville closed its 1935 automobile 
show amid a chorus of assertions 
from automobile and accessory 
dealers that this year’s show has 
been the most successful, from 
the standpoint of attendance and 
| sales, of any ever put on here. 


Before closing time, the atten- 
|'dance for the week passed an 
estimated 40,000, Ralph Grooms, 
president of the Louisville Auto- 
mobile Trades Assn. and chair- 
| man of the show, said. 

| His check-up with dealers, 
|show chairman added, is_ in- 
|complete, but the dealers with 
| whom he had talked, he said, all 
reports their sales higher than in 
any previous show. 

A program of entertainment 
| planned for Saturday at the Arm- 
|ory, in connection with the last 
| day of the show, was cancelled be- 
cause of unpleasant weather which 
was expected to reduce the crowd. 
It was found, however, that people 
|were more concerned with the 
$200,000 worth of new cars on dis- 
| play than it was with the weather, 
}and every aisle Saturday night 
'was filled with groups of visitors. 





the 





jon any other branch of the in- 
dustry. 


They claim that the dealer’s | 
entry into the “service all makes” | 


field has not only had a tendency 
to boost their parts and accessory | 


the members of the sponsoring | sales volume but has given them | 


an unusually high volume in new 
shop equipment. They are look- 
ing forward to the equipment 
business showing a pronounced 
increase for the coming year. 


New Lifts 


Among the new products dis- 
played, the new four-poster lifts 
and expander type rings seemed 
to get the call. Practically every 
aisle had one or two exhibitors 
featuring one or more of these 
items, 

The four-poster greasing lift has 
been developed to provide the 
service men with a modern lift 
which can be easily installed 
without in any way changing the 
architecture of the building or 
providing for a hydraulic cylinder 
well in the garage floor. 

The expander type rings seem 
to get their empetus this year to 
fill the need of the trade in pro- 
viding a cheap ring job for the 
car owner who will not go to the 
expense of a reboring job and 
new pistons. Many of these new 
rings have expanders of ingenious 
design, one in particular being 
equipped with individual leaf 
springs segments which, however, 
are an intregal part of the ex- 
pander ring itself and stamped 
out of the metal at the same time 
the ring itself is formed. By 
folding these segments back on 
themselves the result is a ring 
with many flat spring-like ears 
which contact the inner side of 
the oil or compression ring proper 
and are said to provide equal 


pressure to all parts of the ring. | 


Add Finishes 
Another marked tendency ex- 
pressed in the activity of the job- 
bers attending the show was 4a 
desire of the leaders to fortify 
their lines with the representation 
of such materials as car finishes, 
which up to now have been hand- 
led almost entirely by the old 

line hardware jobbers. 


ANDERSON 
VISION-CONTROL 


Le 


be - 


Seal 


ANGO 


ae) ae 





UNITED MOTORS exhibited its goods in this spacious booth at the Automotive Service Industries 
Show held recently in Atlantic City. The display included Klaxon horns, New Departure Bearings and 


Delco, AC, Hyatt and NE products. 


SHOW BOUND not snow bound 
are R. J. Montgomery, Packard 
Electric sales manager, (left) and 
N. H. Eaton, eastern sales repre- 
sentative of the same outfit. They 
attended the ASI show. 


Studebaker Men 
End Conference 


South Bend, Ind., Dec. 20. 
Seventy-five Studebaker field rep- 
resentatives from throughout the 
country wound up a two-day con- 
ference with factory officials here 
Tuesday night. 

The conference was called 
preparatory to introducing new 
Studebaker trucks on the market. 
Details of construction, safety 
and design were pointed out to 
the visitors. An especial point 
brought out was the cab-forward 
feature. 

The field men was feted at 
banquets Monday and Tuesday 


VISION CONTROL products manufactured by the Anderson Co., 
of Gary, Ind., were on display in this booth at the recent Automotive 
Service Industries show in Atlantic City. 
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No Karly I Tariff Decision Expected from Canada 


om wt ———————————— 


Current Hearing Bogged [Pontise Will Entertain Industry Absorb Jobless’ 
* 1idren oO —— oyes 
Under Mass of Evidence) -oxtis:, mien, Dec. 2. — Cry is Rapped by Cameron 


| monster Christmas party for the 
: , > w?RT _ “Fr The |} children of Pontiac Motor em- ; 
By WARREN B. HASTINGS , .. | ployes is scheduled for tomorrow, Detroit, Dec. 20.—“Industry does ) agriculture; another 10,000,000 are 

Toronto, Can., Dec. 20.—Little | i pact at aie eee ee Dec. 21 when Santa Claus will| not support people; people support | in public and personal service; 
hope eee for an early recom- by cnone —_* sitar ey ; 0 re | come out of the North with his| industry.” between 8,000,000 and _ 10,000,000 
mendation from the tariff board] vision in the Canadian content : ea : , P . 

: ey Pee’ , i aemaieie . a fis ini | pack heavily laden for more than | This motto, in the rotunda of! work in the wholesale and retail 
regarding the Dominion’s automo-| requirement from a flat minimum | I 3 a Wied eakiet ak tae Camten : 
tive customs and excise taxes. The| of 50 per cent per vehicle to one! 7,000 youngsters. ae eae oe > th : - ? Y| trades; 4,000,000 are in construc- 
intricacy of the problem, the mass| of an average of 50 per cent per| The event will take place in the a ei we * eae, tion work; 1,500,000 in forestry, 
of evidence presented and the| Plant output with a minimum per| Baptist Tabernacle here and the F sal aiken’ over the Sunday fishing and mining. The govern- 
divergent testimony offered all vehicle of 40 per cent. — _| attendance is expected to be so Danke eae last undaw ; | ment, he said, does not classify 
seem to nave bogged = ~—_- O tate al ee ee large that separate performances Government demands that in- | these lines as industry and makes 
hearing under their combined | +h pigeon "Siaeen "aaa a will be staged for different groups | qustry employ 11,000,000 people | no suggestion tnat they take up 
weight. concen a imenenaed. Several | Of children, it is said. now unemployed were scouted by| some of the unemployed. 
‘ ~_ — eek See See car manufacturers as well as the Banta Craus will be on — aga big a ae) “Any group which normally 
y Bae. ; : ; parts makers, importers, tire and| and will have Christmas stoc show that at peak times i y employs less than 9.000.000 
tion and its investigation of the | rubber manufacturers, provincial | ings crammed full of candy, nuts} employed only 8,800,000 persons, P Mie ‘ 7“ : bab 7:000.- 
disparity between automobile re- | representatives and Dominion| and toys for every single child in|}and now gives work to about | Persons, of whom pro er y (,00U, 
tail prices in Canada and the! gealers have yet to submit briefs| attendance. This is the first func- | 7,000,000. | 000 are now at work, cannot pos- 
United States was begun early| .nq make their public represen-| tion of its kind ever to be staged| Continuing, Cameron pointed | | sibly be said to have 11,000,000 of 
this year. | tations. in the history of Pontiac. out that 10,000,000 are attached to’ its people out of work. 

Preliminary hearings were held | — ae ia nia 

and with the inquiry in mid} 
career came the election of the 
Liberal MacKenzie-King govern- | 
ment. Without reference to the 
tariff board the reciprocal pact 
was negotiated, effective Jan. 1, 
with its downward revisions in 
the Canadian customs tariff and 
excise taxes on motor cars and 
parts. 














Cut Prices 

Announcement of lower retail 
prices of cars of both domestic 
and foreign manufacture Janu- 
ary 1, then six weeks away, 
acted as an effective astringent on 
the most active and promising 
last half of last quarter demand 
in many years. As a counteract- 
ant some of the Canadian car 
manufacturers immediately took 
inventory losses and announced 
lower prices. 

Currently there are appearing 
before the tariff board and parti- 
cipating in its deliberations the 
Canadian Automobile Chamber 
of Commerce of which the Cana- 
dian Chrysler, General Motors, 
Hudson, International Harvester 
and Studebaker are members; 
Ford of Canada, Graham Paige, 
Hupp and Packard Canadian, 
the Importers Assn., (presumably 
representing Auburn and Nash,) 
the Automotive Parts Makers 
division of the Canadian Manu- 
facturers Assn.; the Rubber Assn., 
of Canada; the recently organized 
Dominion Automobile Dealers | 
Assn.; and representatives of the 
Maritime Provinces, the Prairie | 
provinces and the province of | 
British Columbia. 

To date only the briefs of the 
Canadian Automobile Chamber of 
Commerce and the Canadian Ford 
and General Motors companies 
have been presented. 

Output Lower 

It has been submitted that 
Canada’s protection of its auto- 
motive industry is far lower than 
that of any other country ex- 
cepting the United States; and 
the value of the industry to 
Canada is indicated by the fact 
that its disbursements to Cana- 
dians exceed the total it receives 
from Canadians for its products; 
that the customs tariff taxes on 
parts and materials exceed by an 
average of approximately 50 per 
cent that on complete motor 
vehicles and that nearly 80 per 
cent of the difference between the 
Canadian and U. S. costs of cars 
to consumers is due to direct and 
indirect customs duties and other 
taxes and to dealers margin, well 
over 50 per cent being attribut- 
able to the former. 

It was claimed, that Canadians 
purchasing cars on which used 
cars are traded pay approximately 
the same cash differential paid 
by Americans in similar trans- 
actions and that therefore only in 
purchases of new or used cars 
in which no trade-ins are in- 
volved is the Canadian at a 
monetary disadvantage relative 
to an American. 


A simplified, more equitable and . 
less cumbersome tariff set-up ; 
with less intricate record keeping 
and certificating requirements are 


sought by the chamber as well : Ai aie 
as the supplanting of the reciproc- General Motors Truck Laompany, Pontiac g 














to prevent transfer of heat into 
the cab. 


The Metro series is available in 
two models, the Ace and the Boss. 

The Ace series, from $595 up, 
has a capacity of 1%-2 tons and 
a gross vehicle rating (chassis, 
cab, body and payload) of 11,000 
pounds. It is furnished in two 
wheelbases, 101 inches for nine- 
foot bodies and 125 inches for 
12-foot bodies. Approximately 40 
inches in wheelbases is saved by 
the new design. 

75-H.P. Engine 

A 217 cu. in. Studebaker Cham- 
pion truck engine powers the Ace. 
It develops a maximum of 160 
pounds torque and 75 horsepower 
at 2,800 rp.m. The engine is 
equipped with a vibration damper 
mounted at the front end of the 
crankshaft, a water pump which 
does not require repacking, dual 
fan belt and electro-plated pistons. 
An improved clutch and Duo- 
Servo hydraulic brakes are fea- 
tured. 

The Boss series has a two- to 
three-ton capacity and is powered 
by a Studebaker Waukesha engine 
of 263 cu. in. displacement. The 
gross vehicle rating is 13,500 
pounds. The series is available 
in three wheelbases: 101 inches 
for nine-foot bodies; 125 inches 
for 12-foot bodies and 157 for 
16%2-foot bodies. The engine de- 
velops a maximum of 176 pounds 
torque, and 80 horsepower at 
3,000 r.p.m. The standard trans- 
mission is the four-speed type, 
with a five-speed available. Also 
available is a transmission with 
overdrive. Duo-Servo hydraulic 
anu larged and improved clutch 
are standard. Chassis price is 
$945 and up, f.o.b. 


Four Models 


In the new standard series 
there are four models: the Ace, 
Boss, Mogul and Chief. 


The standard Ace is of 1%-ton 
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Midehaker Adds ‘Cab Forward’ Trucks at $595 Up 


More Payload, Easier 
Handling are Featured 


(Continued from Page 1) 


capacity with 11,000 pounds gross 
vehicle rating. It is powered by 
a Champion truck engine. The 
chassis is priced from $565 and up 
at the factory. 


The standard Boss, of two to 
three-ton capacity, is powered by 
a Studebaker Waukesha engine. 
The gross vehicle rating of chas- 
sis, cab, body and payload is 13,- 
500 pounds. It is priced from 
$945. 


The standard Mogul, of 2%- to 
3%-ton capacity, is powered by a 
Studebaker Waukesha engine of 
282 cu. in. displacement. This 
engine develops a maximum 
torque of 190 foot pounds, and 82 
horsepower at 2,800 r.p.m. The 
gross vehicle rating of chassis, 
cab, body and payload is 16,000 
pounds. Chassis is priced from 
$1,475. 

Priced at $1,845 

The standard Chief, three- to 
four-ton capacity, is powered by 
the Studebaker Waukesha engine 
of 358 cu. in. displacement. 





MODERN STREAMLINE 


trucks 


are possible with the new 
Studebaker Metro design chassis and cab. More payload space is one 
of the claims made for the new models. 





Unique Production Tests 


Carr.ed On at Dodge Plant 





Detroit, Dec. 
curious, not generally known, de- 
vices used by Dodge, is a machine 
for measuring the cubic capacity 
of the combustion spaces in the 
cylinder heads. 


These spaces are shaped with 


intricate contours determined by | 


much study and experimentation; 


This | they are neither round nor square, 


engine has overhead valves and| neither oblong nor oval, but pre- | 


develops a maximum torque of 254 
foot pounds, and 110 horsepower 
at 2,600 revolutions. The gross 
vehicle rating of chassis, cab, body 
and payload is 18,200 pounds. If 
a special front axle is used, the 
gross vehicle rating is increased 
to 20,500 pounds. Chassis _ is 
priced from $1,845. 


The Chief and Mogul chassis 
are furnished in the same wheel- 
bases as were available last year: 
141 inches for a nine-foot body, 
160 inches for a 12-foot body and 
183 inches for a 15-foot body, The 
standard Ace and Boss series have 
shorter wheelbases due to the 
fact that the engine has been 
moved forward eight inches, en- 
abling a reduction of approxi- 
mately eight inches in wheel- 
base over last year’s models. 





THE 


SKYSCRAPER BY THE 





seaped cork boordwalk and 
ocean...Two large sun decks... 


Glass enclosed solarium on the 


ro 2f...Complete health bath 


facilities. 


400 large outside rooms... 
beautifully furnished...each 
with a private bath and shower 
..-fresh and salt water. 


SINGLE from °4- DOUBLE from %6 
Evropean Plan...also American 


Plan. 


JOSEPH P. BINNS, 


Manager 








sent a combination of shapes de- 


signed to give the gaseous fuel | 
mixture certain turbulence and} 


definite direction. It is easy to 
see that should a single combus- 
tion space be smaller than its 
companions, it would give higher 
compression to the explosive fuel 
nixture and, consequently, develop 


different power. The engine would | 


not run with the desired smooth- 
ness, 


That is where the Dodge volum- | 


etric measuring methods comes 
in. The machined lower surface 
of the cylinder head is hydraulic- 


ally clamped upon a rubber-gas- | 
Back of | 
the foundation plate are six bronze | 


keted foundation plate. 


containers, filled automatically 


with white liquid and connected | 


to the combustion spaces of the 
cylinder head under test. 
the apparatus is tilted, six evenly 
calibrated quanities of the white 
liquid fill the cylinder head spaces, 
with sufficient surplus liquid to 
cause a narrow column of it to 


rise in six narrow glass tubes. The | 


slightest variation in the capacity 
of the six combustion 
would cause the height of the 
liquid in the tubes to show cor- 
responding variations. 
variation does occur, the combus- 


Wis. Time Sales 


Require License | 





Madison, Wis., Dec. 20.—State 
and national banks which pur- 
chase or handle automobile sales 


contracts as well as manufactur- | 
ers, wholesalers, distributors and | 
salesmen of motor vehicles are re- | 


quired to take out licenses under 
the 1935 legislative act 
places the regulation of install- 
ment sales under the jurisdiction 
of the banking department, ac-| 
cording to an opinion by Atty. 
Gen. James E. Finnegan to the 
state banking officials. 


Those not obliged to take out 


licenses in the opinion of the at- | 


|torney general’s office include 
|dealers selling highway trailers, 
| motor vehicle dealers who have a 
license and who conduct car lot 
sales, companies purchasing in- 
‘surance premiums from automo- 
bile finance companies, finance 
companies selling repossessed 
cars, motor dealers accepting 
straight notes for unpaid balances 
without taking possession of the 


20.—Among the | 


When | 


spaces | 


Where a} 


which | 


tion spaces are equalized until all 
six are alike in capacity. 


Dodge engine testing is now 
done with such exactness that its 
|requirements may, and often do, 
| vary from one day to the next in 
|} accordance with the behavior of 
the barometer. 


The head of the experimental 
laboratory daily issues instruc- 
tions setting forth the horsepower 
requirements, at the standard test 
|} speed of 1,000 engine revolutions 
|}per minute, for that particular 
working day. For the Dodge 
| passenger car engine—to cite an 
|example—the instructions for Dec. 
16, 1935, read: “The minimum 
brake horsepower at 1,000 rpm 
for engine inspection today is 26.” 
(The maximum output of the en- 
|gine is 87 horsepower, at 3,600 
r.p.m.) For the preceding day the 
|}minimum may have been 25 
horsepower and for the following 
day it may be 27—all in accord- 
ance with the density of the at- 








mosphere, as indicated by the 
barometer. 
The reason for the variations 


lies in the fact that changes in 
|air pressure produce correspond- 
ing changes in fuel composition, 
|which affect the power output. 
Many motorists are familiar with 
the phenomenon that their en- 
gines run more efficiently 
night when the air is cooler and 
heavier. Since all Dodge engines 
are subjected to thorough dyn- 
amometer tests designed to di- 
| vulge their true output, differences 
| in atmospheric pressure are taken 
| into account along with other fac- 
|tors that safeguard engine per- 
| formance. 





| 


at | 


lH. CG. Movck Sees 
New Profession 


In Safety Work 


Detroit, Dec. 20.—A new profes- 
sion in safety work that will be- 
come as much a part of modern 
civilization as medicine and law, 
will develop within the next 10 
years, H. G. Moock, Plymouth 
vice-president predicts. 

Moock believes that the new 
safety profession, like the other 
great “service” vocations, will 





provide employment for  thou- 
sands of trained minds. 


“The higher seats of learning 
in some sections already have 
recognized the possibilities of this 
new field for their students,” he 
pointed out. “In a limited way, 
they are offering special safety 
courses for the students who plan 
to make that subject their life’s 
work. This movement will be 
extended in the next few years 
until training for safety work 
takes its place on the regular cur- 
ricula of all leading universities 
and colleges.” 


Moock outlined a _ suggested 
course of study for students who 
hope to practice safety work in 
the future. 


“The safety expert of the com- 
ing generation should study en- 
gineering,” he said. “He should 
know the safety features on all 
cars and how to keep them in 





perfect operating condition. He 
should be able to diagnose the ills 
of present traffic conditions and 
offer corrective suggestions. As an 
authority on safety he should 
know all about color and lights 
and the part they play in acci- 
dent prevention. 


“Law enforcement is just as 
important in safety work as en- 
gineering, if not even more so. 
The safety expert should have a 
working knowledge of legal pro- 
ceedings. This means that he 
should study law, but only insofar 
as it is concerned with automo- 
bile ownership and operation. 

“The third big phase of safety 
work — education — offers an al- 
most unlimited field for study. 
Safety experts, as we will know 
them in the future, will be able 
to present constructive safety 
programs in the schools and to 
the general public.” 


Business Up 14% 

Louisville, Ky., Dec. 20.—Accord- 
ing to J. R. Ewing, Louisville man- 
ager of the Western Auto Stores, pre- 
liminary estimates indicate total 
1935 sales of more than $19,000,000 
with more than 19,000,000 customers, 
a gain of approximately 14 per cent 
over 1934. 








METRO or “cab forward” series save considerable overall length 


in semi-trailer duty. 
| front end to facilitate repairs, 


car as security and direct loan | 


companies making loans on auto- 
mobiles as security. 





The entire engine can be removed from the 





STUDEBAKER Standard series chassis with De Luxe cab and 
| stake body. Cab and chassis are built complete in one factory. 
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Automobile} Industry Led in Business Advance 


Car Production Tops 


Durable 


Washington, Dec. 20.—The auto- 
mobile industry was an outstand- 
ing leader of the general advance 
in American business and indus- 
try during the past year, it is 
revealed in the annual report of 
Secretary of Commerce Daniel C. 
Roper, just released. 

Secretary Roper points out that 
consumer expenditures for the 
purchase of new passenger auto- 
mobiles were estimated to have 
been 31 per cent larger last year 
than in the preceding period, and 
more than double those of two 
years earlier. 

Durables Up 

“Among the outstanding in- 

creases in the production series,” 





Goods Gains 


British Austin Plans 
More Export Activity 

Washington, Dec, 20.—The 
British Austin Motor Co. is plan- 
ning greater activity in export 
markets, according to the De- 
partment of Commerce. 

The Austin Co., it is said, has 
recently formed a subsidiary com- 
pany, to be known as Tunstall 
Steel Ltd., to manufacture special 
steel sheets, forgings and stamp- 
ings to be used in the manufac- 
ture of Austin cars. It is antici- 
pated that production in the new 
plant will be sufficiently large to 
enable other British motor car 
manufacturers to purchase their 


| the Fedder Mfg. 


| also 


Fedders Mfg. Co. 
Raises All Wages 


Buffalo, Dec. 20.—By raising 
wages and dividends, directors of 
Co., Inc., decided 
today to pass on to employes and 
stockholders the benefits of in- 
creasing business. 

Wages of all employes earning 
less than $50 a week will be ad- 
vanced 5 per cent, nee Jan. 2. 

A dividend of 37% cents was 
declared, payable Jan. 2 to stock- 
holders of record Dec. 20, com- 
pared with a quarterly distribu- 
tion of 25 cents a share made 
Oct. 10. 

Besides these increases, directors 
reported that Average em- 
ployment during November was 
763, a gain of 45 per cent from 
the 526 employes of a year ago. 





employe hours last month totaled | 
120,013, an increase of 80 per cent 
over November, 1934. 

Directors announced that the} 
unemployment insurance law, ef- | 
fective in January, will cost the | 


| | 


company more than $25,000 a year | 


by 1938. 


Ford Co. of Canada Nets 


$49,965,730 in 30 Years | 


Montreal, Can., Dec. 20.- 
profits of the Ford Motor Co. of 
Canada, in the 
1904-1934 were $49,965,730, accord- 


ing to evidence submitted to the} 


tariff board by Wallace R. Camp- 
bell, president. Dividends paid in 
that period were $22,813090 and 
profits reinvested $27,152,640. In 
the same period the company sold 
679,230 vehicles in Canada 
445,281 abroad. Sales volume in 
Canada totaled $458,055,685 and 


30-year period | 


and | 


- Net | 


19 


Sees Armed Bandit; | 


Hence, Chrysler, Ala. 

Chrysler, Ala., Dec. 20.— 
Because the late Edwin 
Taylor Clapp was descend- 
ing a steep grade and was 
confronted with an armed 
bandit, this town was 
named Chrysler. 

Clapp threw his car in 
reverse and sped backwards 
up the hill. Later when he 
was asked to suggest a 
name when the town got a 
new post office, he favored 
naming it after the car that 
had carried him up _ hill 
backwards so fast that the 
bandit didn’t even bother 
to chase him. 

The postmaster agreed to 
the suggestion and the 
name was duly placed in 








exports sales volume totaled 
$224 422 297. 


With practically all employes | 
now working a full 40-hour week, 


Hydraulic 


requirements on advantageous 
terms. 





the report states, “were those the postal guide. - 


recorded for consumers’ durable 
goods. Automobile production 
was up one-fourth; vacuum 
cleaner sales 18 per cent; electric 
refrigerator sales, 5 per cent, and 
oil burners for household use, 13 
per cent. 

“As compared with the low year 
of the depression, the gains have 
been much larger — automobile 
production, for example, was 122 
per cent above the year 1932-33. 
For the calendar year 1935, it 
is expected that production of 
automobiles will be the largest 
since 1929, with the output of 
trucks possibly exceeding the 
record for that year.” 

In discussing foreign trade, 
Secretary Roper states that while 
the increase in exports of finished 
manufactures was fairly evenly 
distributed among the products | 
of this class, the increase in the 
exports of some commodities wus 
particularly large. He then citcs 
the fact that “exports of passen- 
ger automobiles and trucks, for 
instance, increased approximately 
37 per cent in quantity and 40 ver 
cent in value.” | 

Earnings High 

“Profits in business generally 
have substantially increased,” his 
report shows, “and earnings of 
industrial corporations in the lat- 
ter half of the year reached the 
highest level since 1930. An ex- 
ception to the general increase in 
profit gains is noted in the earn- 
ings of railroad and public-utility 
industries. The railroads have 
recently been operating with a 
larger deficit than the year pre- 
vious while profits in the public- 
‘utility field are comparatively the 
same.” 


has, beyond question, helped 
sell millions of cars and trucks 


T IS hard to say what sells a motor car. Even the buyer 
himself can rarely tell you. But there can be no doubt 
of the tremendous popularity of hydraulic braking. Thou- 
sands of owners when questioned, list hydraulic braking 
first in their estimation of important factors influencing 





their selection of new cars. 


Year after year the popularity of hydraulic braking grows, 
as new owners, by hundreds of thousands, join the vast 
army of hydraulic brake enthusiasts. 


Naturally, then, year after year, more and more makes 
of cars are hydraulic-brake-equipped. 


Look at the list for 1936—its length and its character. 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGAN 


LOCKHEED HYDRAULIC 
Four BRAKES Miecl 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORPORATION 


CUTAWAY SECTION of the 
Graham carburetor shows the 
automatic economizer responsible 
for the high gasoline mileage be- 
ing reported by Graham owners. 
The automatic economizer shown 
by the arrows is designed to pro- 
vide extra fuel for acceleration 
only during the short interval 
that the extra fuel is actually 
needed. 
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Miisitiess Within Business’ Sells 600 Used Cars 


Salesmen Appraise Cars 


And Sell Them Themselves 


Springfield, Mass., Dec. 20.—]!be hard to sell because of its | 
Each salesman of the Young] size or year or some other factor 
Motor Co., Oldsmobile distributor, | but never because of its price. 
conducts his own used car busi- “ ‘ ba ah 
ness under a plan worked out by | Another thing I insist et 

“,| here is that no one in the or-| 


Harry W. Young, head of the 
firm, which sold 600 used cars in| 
the first 11 months of 1935 for a 
y $ € ’ ° y 

oo ae : - 000 z _ | When a salesman habitually drives 
oe ae a busi-| qa new car he convinces himself 

within a business,” and sayS/that he can’t sell us ars be- 
it has greatly stimulated the used _ ee are 


ganization, 


drive a new car except when he 





car selling efforts of salesmen.|]f¢ he drives a used car all the 
> describes the arrangement|time he sells himself on the car 
thus: and then it is comparatively easy 


“When one of my eight sales- 
men takes a car on a trade-in he 
makes the appraisal himself. He 
then makes out a list of what has 
to be done to the car and turns 
the car and the instructions over 
to the foreman of the shop. After 
the car is returned from the shop 
he must mark up the price he 
paid for it by at least $75 and 
then sell it. The $75 mark-up is 
mandatory, and only the salesmen 
who took the car in trade can 
sell it. 

“We never worry about how 
long a car is in stock. Some 
dealers mark the price down at 
the end of 90 days in order to 
get rid of it. We find that in 99 
cases out of 100 our salesmen hit 
the right selling price by our 
simple method of adding $75 to 
the amount of the allowance. Our 
men have been with us from 
eight to 10 years and know what 
they are doing. The car may 


to sell it to a prospect. 


Young uses a display advertise- 
ment in Springfield newspapers 
every day, each insertion featur- 
ing one particular used car. No 
car is advertised in the news- 
papers more than once. Supple- 
menting this promotion, he takes 
one of the used cars that has 
been well polished, puts a red 
ribbon across the hood and on the 
side windows writes in red: “This 
is another one of the good used 
cars at Young’s.” 


“When a car is offered for trade- 
in,” Young said, “we carefully 
note the condition of the motor. 
If there is anything seriously 
wrong with it we won't take it. 
On the other hand, however, we 
will take any car regardless of 
how badly the windows are 
cracked, how bad the paint is 
or any of those things. 


“Every car must have perfect 
glass before we sell it. It must 
have good tires, good mats on the 
floor, good upholstery and good 
paint. Our shop takes care of 
everything except the painting. 
We have found by experience that 
the cars can be painted more 
cheaply and better in body shops 
than we can do it here. 

“If the car sells for less than 
$200, we don’t guarantee or serv- 
ice it. On cars over $200 we give 
free service for 30 days but we 
do not guarantee parts because 
no matter how careful you may 
be in checking up, parts are 
liable to fail at any time. 

“IT never go out to help a sales- 
man close a deal unless he can 
convince me that he has tried 
every means of closing it himself. 
I've been in the game in Spring- 
field for more than 16 years and 
I know that if I start helping 
|them when they don’t actually 
need it that I am likely to be 
called on to help all the time.” 





The Waldorf 
Point of View 





including myself, may | 


is demonstrating it to a prospect. | 


cause the new ones are so good. | 











FIVE SPRING clips by whiche 


Chevrolet hub caps are attached 
are shown above. The men place 
them in the wheel disc to be riv- 
eted into position. At the side is 
seen the first operation in making 
the disc. A stroke of the press 
cuts the disc from heavy gauge 
steel stock. 


Frazer Suggests 
Safety Rulings 
For Pedestrian 


Detroit, Dec, 20.—‘“Intelligent 
regulation of pedestrian traffic 
and the education of the individ- 
ual pedestrian to protect himself 
and give the motorist a fair 
chance will greatly reduce the 
accident toll that is costing 





America so many lives’ every 
year,” says J. W. Frazer, vice- 
president of Chrysler sales. 

“Legislation has been aimed al- 
most entirely at the motorist; the 
pedestrian has been permitted to 
be as careless and unreasonable 
as he pleases. Lately, however, 
in a number of cities, laws and 
ordinances have been passed that 
compel the pedestrian to regard 
certain fundamental simple rules 
that make for his own safety. Jay- 
walking is prohibited by a fine 
in some places, In others, cross- 
ing a street at any other point 
than at an intersection is illegal, 
as is walking against a green 
light. 

“T think that one of the funda- 
mental troubles is a wrong con- 
ception on the pedestrian’s part of 
his rights as opposed to those of 
the motorist. There seems to be an 
idea that the man on foot has 
more rights than the man at the 
wheel. This is untrue. Their 
rights are exactly the same.” 








The distinguished setting of 
The Waldort...w 
Waldorf's superlative ser- 


ith all The 


vices and social gayety... 
and yet 





Pressed Wheels 
Now Being Made 
By Chevrolet 


oe 


Detroit, Dec. 20.—Chevrolet is 
now making its own pressed steel 
spoke-type wheels for 1936 Master 
de luxe and standard models in 
its new metal stamping depart- 
ment, at the gear and axle plant 
here. The new machinery and 
special equipment occupy a large 
building constructed during the 
current year and put in operation 
at the beginning of production of 
new models. 

The main components of the 
wheel are the disc, in which the 
deeply channeled spokes. are 
formed, and the rim. The disc 
is formed from heavy gauge steel 
in successive operations on presses 
that first stamp out a circular 
disc and then form the 14 spokes 
and the hub in a single piece. 

The rim is formed from strips 
of steel, 5 5-16 inches wide, first 
rolled and welded into a flat hoop 
and then shaped. 

Completed discs and rims are 
placed in a press that sets the 
disc in position, and at the same 
time punches rivet holes through 
the rim and the ends of the 14 
spokes in a single operation. The 
rivets are then inserted by hand 
and another machine, with a 
single stroke, rivets the assembly. 





Worn-out Cars Hazard 
During Winter Driving 


Lansing, Mich., Dec. 20. — The 
menace of old, worn-out cars op- 
erating on the highways is in- 
creased ten-fold during the win- 
ter months, in the opinion of D. 


not remove the snow and ice are 
another source of trouble during 
the winter time. The same is true 
of the electrical and lighting sys- 
tems on old cars. Winter winds 


E. Ralston, Oldsmobile general| sneaking in through crevices in 
sales manager. the old-time bodies numb the 
The old car, out-moded and| driver’s fingers in the cold climes, 


and affect his steering. Discom- 
forts, such a leaking roofs and 
wintry breezes, take the driver’s 
mind from his task. 

“Everybody cannot buy a new 
car, although new car sales are 
the greatest in the history of the 
industry for autumn months. 

“There have been constant safe- 
ty developments in recent years. 
Each year’s models are safer than 
those of the year before. And it 
is real economy to replace the 
old, outworn car with one more 
recent, even though it may not be 
a brand-new automobile.” 


worn out, is bad enough under 
even the most perfect driving 
conditions, he pointed out, but on 
icy roads it creates new dangers 
for the driver and for drivers of 
other cars. 

“Of course, the two real dan- 
gers are poor brakes and poor 
tires,” he said. “Brakes of seven 
or eight years ago when new, can- 
not compare with the brakes of 
today. 

“Old tires, whose treads have 
been worn smooth, are responsible | 
for many winter accidents. | 

“Windshield wipers which do 





NEW PASSENGER CAR REGISTRA 


Figures supplied by B. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 


_FORD GROUP _ 


CHRYSLER GROUP 









and Metropolitan New York area which are compiled by Sherlock & Arnold. 


GENERAL MOTORS GROUP 
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Seattle, Wash., Dec. 20.—A new 
law providing for uniform con- 
tracts between motor. vehicle 
manufacturers and their agents, 
dealers or distributors will be 
proposed by the Washington Au- 
tomotive Trade Assn. when the 
legislative sessions convene next 
year. This was revealed at a re- 
cent convention of the WATA. 


The proposed law for the State 
of Washington would require fil- 
ing of contract between a manu- 
facturer and his representative, 
with secretary of state. Before 
effective, the contract must be 
approved by the attorney general. 
If a manufacturer, without good 
cause, reimbursement for dam- 
age or injury sustained by the 
dealer or representative, should 
cancel an existing contract, the 
dealer may sue for actual dam- 
ages sustained. For violations of 
provisions of this act, a domestic 
corporation shall forfeit its char- 


Utah Car Wailers 


Elect Carleson 


Salt Lake City, Utah., Dec. 20.— 
Fred A. Carleson, president of 
Fred A. Carleson, Inc., automobile 
dealers of this city, was elected 
president of the Utah Automobile 
Dealers’ Assn. at the annual meet- 
ing in Salt Lake City last week. 
He succeeds Charles C. Freed, 
Freed Motor Co., this city. 


Gus P. Backman, executive- 
secretary of the Salt Lake Cham- 
ber of Commerce, addressed the 
gathering on the new Federal 
Social Security Act, and there was 
a discussion of state laws gov- 
erning the registration and tax- 
ation of automobiles, lead by S. 
G. Saville, supervisor of the motor 
vehicle department of the Utah 
State Tax Commission. 


In addition to Carleson, new 
officers elected for the coming 
year included, L. H. Hains Ogden 
Motor Co., Ogden, vice-president; 
R. J. McDonald, Botterill Automo- 
bile Co., Ogden, branch treasurer; 
directors: Freed, retiring-presi- 
dent; H. B. Carlisle, Barr Chevro- 
‘let Co., H. H. Sharman, Sharman 
Automobile Co.; all of Salt Lake 
City. Carl L. Snow was re-elected 
secretary. 
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Washington Dealers Propose Maker--Agent Law 


Contract Would be Filed 
With Secretary of State 


By D. M. TREPP 


ter, and a foreign corporation 
shall also forfeit its right to do 
business in this state and shall 
also forfeit not less than $500 
and not more than $1,000 to the 
State of Washington.” 


On Jan. 1, 1936, the state un- 
employment insurance law goes 
into effect in this state. All who 
have four or more employes are 
subject to its assessments. 


A. S. Eldridge, Seattle, presided 
at the convention, held at the 
Washington Athletic Club, during 
the Seattle automobile show. 
Dealers from all parts of the 
state attended. 


Heussy Talks 

Carl Heussy, executive secre- 
tary, talked on the legislative 
program; Bill Culberson, Seattle, 
told what the association had ac- 
complished the past year; Floris 
Nagelvoort, Seattle, discussed 
NADA activities, and plans for 
the coming year; Fred Walker, 
Tacoma; Jack Kelly, Ellensburg; 
D. M. Shelor, Washington Auto- 
mobile Club, and Clinton Vaux, 
Mount Vernon, were other speak- 
ers. 

Dealers reported good fall busi- 
ness in the sale of new cars, and 
a general feeling of optimism pre- 
vailed as to 1936 sales. 

Directors were elected as fol- 
lows: One-year term: William J. 
Buhler, Port Townsend; Frank 
E. Dutton, Seattle; A. S. Eldridge, 
Seattle; Clyde Garland, Walla 
Walla; R. J. McKeirnan, Pom- 
eroy; R. H. Morrell, Colfax; Wil- 
liam R. Paddock, Everett; Fred 
B. Walker, Tacoma. 


Two-Year Terms 


Two-year term: Grover W. 
Burrows, Yakima; Fred Huber, 
Pasco; Ernest A. Major, Spokane; 
M. K. Reed, Bremerton; Vern A. 
Samuelson, Port Angeles; A. G. 
Schaefer, Olympia; Joseph S. 
Welty, Wenatchee. 

Three-year term: Hugh W. 
Diehl, Bellingham; Jack Kelleher, 
Bllensburg; Floris Nagelvoort, 
Seattle; William O. McKay, 
Seattle; Roy K. Purkey, Aber- 
deen; Arthur G. St. John, Che- 
halis; C. W. Vaux, Mount Ver- 
non. 


Officers will be elected by mail 
ballot. 


JOHN BEAN & CO., were rep- 
resented at the recent ASI show 
in Atlantic City by C. S. Phillips, 
automotive engineer of Lansing, 
Mich., and Fritz Keller who 
represents John Bean & Co. in 
Fort Worth, Tex. 


Columbus Opens 
Detroit Office 


Columbus, O., Dec. 20.—The 
Columbus Auto Parts Co., an- 
nounces the opening of a new and 
direct factory sales office in the 
Fisher Bldg., room 614, Detroit, 
Jan. 2. 

The office will be in direct 
charge of Frank D. Tobin and 
LeRoy J. Scott. 

Tobin has been associated with 
this company as a sales repre- 
sentatives for many years and is 
well known in the automobile in- 
dustry. Scott was formerly sales 
manager of Thompson Products, 
Inc., at its Detroit plant. 


Will End Glare 


Hartford, Conn., Dec. 20.—Head- 
light glare will eventually be elimi- 
nated as a cause of night automo- 
bile accidents, Walter S. Paine of 
the engineering and inspection de- 
partment, Aetna Life Insurance Co., 
declared in an address here. He said 
that the dangers of “blind spots” 
created by opposing headlights are 
greatly increased when either car 
is traveling more than 30 miles an 
hour. 


TIONS 31 STATES FOR NOV., 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 
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The News of Automotive Advertising 
By GERRY SCHURMAN 


Style 


Hattie Carnegie and Schiaparelli, top-notch stylists in 
women’s wear, are getting a play in Pontiac’s new adver- 
tising theme, ‘The Style of the Month Plus the Car of 


the Year.” 


Not so long ago Advertising Manager F. A. Berend saw 
an appeal to women by linking well-known stylists with 
Pontiac cars. Aimed directly at the women, the copy is as 
feminine as the magazines that will carry it—Harper’s 
Bazaar and Good Housekeeping. 

Working on the theory that a@——@——_____________ 


woman wears a car just like she 
wears a hat—to show off, Mac- 
Manus, John & Adams, through 
W. A. P. John, approached the 
publications and found them in- 
terested. 


A separate series is being pre- 
pared for each magazine, based 
on the “Style of the Month” selec- 
tion of its own experts. The edi- 
tors, fashion directors and photo- 
graphers of the magazine have a 
free hand. After they’ve picked 
the top style of the month they 
submit it to Pontiac. From there 
the agency picks up the work and 
does it in quite a rush, because 
the styles can’t be chosen until 
the last minute, what with wo- 
men’s styles changing almost 
from hour to hour. 


First advertisements have just 
appeared in the January issues. 
Harper’s illustrates a new veil 
and a black velvet bonnet from 
Hattie Carnegie’s with a Pontiac 
de luxe eight four-door touring 
sedan from Pontiac. 


Good Housekeeping for Febru- 
ary presents a sailor’s beret by 
Schiaparelli. 


The magazine editors choose 
the styles, supervise photography 
and submit layout suggestions. 
Final art work is done by Jack 
Frost under supervision of Harvey 
Luce, MacManus, John & Adams 
are director. Copy is by Hovey 
Hagerman, 


Salute 

Guest of honor at the 31st an- 
nual banquet of the Poor Richard 
Club, advertising group of Phila- 
delphia, will be Alfred P. Sloan jr. 


A gold medal of achievement 
will go to Sloan, with a special 
honor to Fred Waring, who will 
furnish entertainment for the 


States previously shown include 
North Dakota, Oregon, South 


NON-AFFILIATED GROUP 


51346 
32906 





211 
22] 
241] 
1891 


13 
14 


=> 





"35 | 


Michigan 
"B41 


500 


7761 
1251 


= 


Ko? 





35 1 
34.1 
35 | 
‘341 
"35 1 
"341 1 
"35 1 
341 
35 | 
341 


Nebraska 
New Hampshire 


Ohio 





Rhode Island 


7ermont 


431 


411 
26] 
25] 
23] 
606 | 
2004 
371 4 
221 d 19 
241 2 
151 


34 
21 
17 
16 


anu} AlS al ao 


~2 © 


— 
as 
2u 


13 
27 
14! 
20 
10!) 


—_ 
aplrno 





35 | 
341 
35 | 
341 
35 | 
34 | 


istrict of Columbia 


21 
1] 


Total, 31 States 
for November 


Total to Date 


375 


4 
6) 
527; 1 

450] 


551 

201 3) 
30321 513 
15821 443! 


36 
13) 
08 
11/ 


_ 
26 


924 
471 


45947, 18343) 64290] 15720) 15230| 309501 4760'14469 6767/30878 
8085| 13080] 21165] 4920/11957| 5585] 5723) 1575! 3479| 38090] 6132! 2519] 1759241 


76| 17848] 55424] 


111 
of 
140 
152 
841 
441 
201 
104 
12] 
14] 


874 
466 
10799 
5931 
18754 
4486 
2557 
1318 
756 
482 


12 
11 


95 


83 
81 

22 
28 


6 
14 





142] 
1281 


177, 15482 


136 6352 





151 4 
231 1 
51 2 
11 


2| 


10 1224 


9 625 


10 578 
4 256 





12 71 1 
10 7 6 
160, 1878 17 
334| 250!) 44) 
740 


10 2 
10] 4.' 
105, 336 
217) 338] 


sl 
91 
040 | 
so3l 


21 2472 

1| 26! 1| 794 
122 931) 338) 528] 104842 
121! 1154] 117 82] 53614 
3494) 34538) 8566) 1801] 2391294 


evening, for his broadcasts on be- 
half of Ford. 


The medal is awarded each year 
“to that citizen whose life and 
interests best typify advancement 
—and justify recognition—in the 
field to which the club’s annual 
banquet is dedicated.” 


On the birthday of Benjamin 
Franklin, Jan. 17, for whom the 
club was named, it will salute the 
automotive industry’s contribu- 
tion during 1935 to the forward 
march of business through adver- 
tising. 


Traveler 

Chrysler’s director of advertis- 
ing, Burch Greene, is on the West 
Coast visiting various distributors. 
He sailed from New York, Nov. 
30, and arrived last week in Los 
Angeles, by way of the Panama 
Canal. 

He is expected back in Detroit 
in time to hang up the Christmas 
sock at the family fireside. 


Consolidation 

Advertising and sales promotion 
activities of all departments of 
the Globe Union Mfg. Co., makers 
of batteries, spark plugs and other 
products, have been centralized 
under the direction of Ralph 
Hammond. Jay Ferch, formerly 
advertising manager for the 
Harnischfeger Corp., has been 
named assistant advertising man- 
ager. 


Noel 


A special Christmas program 
has been arranged for the Ford 
Sunday Evening Hour, Dec. 22. 
The first of Handel’s “The Mes- 
siah” will be broadcast by the 
symphony orchestra and chorus, 
with a special quartet of guest 
artists including Grete Stueckgold, 
Kathryn Meisle, Richard Crooks 
and Ezio Pinzo. The audience in 
Orchestra Hall, Detroit, will open 
the program with “Adeste 
Fideles.” 


I, Q. 

Despite pleas from the Detroit 
Adcraft Club to suppress this bit 
of information, we feel it our duty 
to hereby record that John Bon- 
bright, publicity man at 
Campbell-Ewald, took top honors 
at an intelligence test given to 
all Adcrafters at their luncheon 
at the Statler Friday noon. It’s 
the same Bonbright that conducts 
the “Comments of the Copy 
Chief” column in the Adcrafter. 


Smaller Rim Trend 
Noted by Goodrich 


Akron, O., Dec. 20.--— Original 
tire equipment specification lists 
for 1936 passenger cars have just 
been published by the B. F. Good- 
rich Co. Copies of the list are 
now available upon request to the 
manufacturer. 

Study of sizes on the present 
list indicates that all manufac- 
turers are tending to use smaller 
rim diameters, and that the range 
of tire cross sections for passen- 
ger cars is becoming narrower. 
The number of current original 
equipment sizes is thus far less 
for many years. 
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Says Dealer and Salesmen Can Increase Profits 


lies Answer 


To Merchandising Problems 


By S. W. McMICHAEL 
Secretary Michigan Automotive Trade Assn, 

Detroit, Dec. 20.—Many dealers are still searching more 
or less vainly, for some means to control used car “allow- 
ances,” believing in spite of past experience that “coer- 
cion”’ to stop “‘overallowance”’ is the only method by which 
they can obtain new car profits. 

When it is realized that a large proportion of the pres- 
ent dealer body is made up of relatively new recruits who 


received their knowledge of their business during the past 
year or two along wholly unsound © — — —— 


lines, it will readily be understood 


that these dealers will have to 
forget much of the misinforma- 
tion they absorbed during that 
period. 


Distasteful as the word “educa- 
tion” is to these and many other 
dealers, when used in connection 
with new car profits, nevertheless, 


the vital and illuminating trade 
statistics and information being 
made public from time to time 


are helping many dealers to ex- 
tract from sales operations an 
extra 10, 20, 30 or more dollars 
profit that was formerly lost to 
them. 

Conditions Studied 

With a view to discovering the 
underlying causes for the tre- 
mendous losses suffered in dealer 
operation in the state, the Michi- 
gan Automotive Trade Assn. re- 
cently conducted an investigation 
and study of conditions having 
a bearing on dealer profits. This 
was done with the thought of se- 
curing the experiences and best 
ideas of the successful operators 
and by passing them along en- 
abling those less fortunate to im- 
prove their financial standing. 

The information received un- 
questionably reveals that there 
are adverse conditions affecting 
the dealer’s business over which 
he has little or no control; but 
the successful operations of a 
certain percentage of dealers 
proves conclusively that the auto- 
mobile retailer’s principal avenue 
to success now, as in the past, 
lies in the degree of efficiency and 
loyalty to which his selling organ- 
ization is keyed. Over this he 
should and can have control. 

In addressing the message that 
follows to automobile salesmen, it 
is with the thought in mind of let- 
ting each individual salesman 
know that he is standing on the 
threshold of a major change in 
the industry that is just as im- 
portant to him as it is to the 
dealer. 

Renovation 
generally acknowledged 
are too many ineffi- 


is 
there 


It 
that 


cient dealers as well as poor re- 
tail salesmen in the industry. The 
complex nature of the sale of an 
automobile makes it impossible 
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for the good and bad to operate 
successfully in the same com- 
munity. The inefficient are un- 
able to survive and the process 
of weeding them out has already 
started. 


Economic conditions in the in- 
dustry compel the poor dealer to 
renovate his business methods or 
be forced out of business. 


To even the casual observer of 
current events in the automobile 
industry, it must be apparent that 
one of the biggest and most con- 
structive merchandising jobs in 
history is faced right now by the 
retail dealer. 

Looking back there seems to be 
a paradox in the fact that while 
the shrewdest and most alert en- 


gineering and sales brains in the! product’s 
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for years on design and economi- 
cal production. Methods to im- 
prove distribution were to a 
great extent neglected. The re- 
sult of this engineering effort has 
been a mechanical uniformity of 
excellence, so that now all lead- 
ing makes of cars in the same 
price field can be relied on to 
give approximately the same de- 
gree of satisfaction and service 
during the length of time owners 
care to keep them. 


Public Confidence 


The confidence that the public 
now shows in the standard makes 
of cars is manifested by a 
changed attitude when buying 
them. The old loyalty to one 
make is disappearing—buyers are 
becoming less discriminating in 
mechanics and are _ depending 
more on their ideas of “looks” and 
appointments when making a 
choice. This change of attitude 
brings the automobile retailer’s 
organization and his selling 
methods into the limelight. More 
and more, as time goes on, the 
determining factor of the sale 
will rest on the salesman’s effort. 

From the foregoing, it is obvi- 
ous that a closer relationship be- 
tween factory and dealer, under 
these altered conditions, becomes 
not only more desirable, but in- 
evitable. Both are bound to- 
gether by a bond of mutual in- 
terests, a gain or loss in the 
“prestige,” and both 





Profit With Every Sale 


With this issue of Automotive Daily News begins a series 


industry. 


of articles on retail selling and how to make it profitable 
that will interest every dealer and retail salesman in the 
The series was written by S. W. McMichael, sec- 


retary of the Michigan Automotive Trade Assn., who has a 
wide background of merchandising experience, both as a 
dealer and as a factory sales executive. 
McMichael will discuss the problems of the dealer today 
and will provide a host of suggestions for solving those sell- 


ing problems which can be controlled by the dealer. 


These 


suggestions, if put into effect, will do a great deal to improve 


the position of both dealers and retail salesmen and will 


make them both more profitable operators. 

Convinced that the dealer and the retail salesman are 
standing on the threshold of a major change in the indus- 
try, McMichael has analyzed their problems and provided 
the solutions in a booklet entitled “Profit With Every Sale.” 
The first installment, “What Every Salesman Should Know,” 


appears on this page. 


| 
| 


world freely mingled in the auto- 


mobile industry, the science of 
production made phenomenal 
strides and lowered costs, yet, 


except for time payments, noth- 
ing much of a constructive char- 
acter was done to improve dis- 
tribution methods. Some of the 
leading manufacturers, believing 
that the problems entering into 
the selling of automobiles could 
be solved best on the drafting 
board, centered their attention 


























































manufacturer and dealer inter- 


ests rise or fall together. 


In the automobile business, 
“public acceptance” has always 
been an exacting but flickle mis- 
tress. Now, more than ever, it 
will need, in every community, 
constant courting. Securing and 
holding a desirable factory fran- 
chise will depend on the dealer's 
personality and that of his or- 
ganization—his financial standing 
and reputation in his community 
for fair dealing. 


Obligations 

In the future, taking a factory 
franchise will impose two obliga- 
tions on automobile retailers, sell- 
ing efficiency and a “net” profit 
to the dealer’s business—the out- 
come in the field will depend not 
only on the product but on 
trained men and money. To ac- 
complish these objectives, the 
magnitude and importance of the 
first step to be taken will be ap- 
preciated by a serious considera- 
tion of the facts and figures that 
follow. In presenting here to 
salesmen a part of the informa- 
tion that, no doubt, is already 
known to many of them (it was 


| furnished to the Michigan Auto- 
| motive Trade Assn. by dealers 


and sales managers from all 
parts of the state), the question 
is, “How soon is the job of house- 
cleaning going to start that deal- 
ers’ sales executives themselves 
know is inevitable?” 


Less than 25 per cent of the 
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three-fourths of the salesmen at 
a cost of three-fourths of the 
sales overhead. 


To clearly illustrate the effect 
of this situation on the dealer’s 
business (in dollars and cents) 
assume that a dealer with a sales 
force of 12 men does $40,000 worth 
of business in a year. Seventy-five 
per cent of this business was done 
by 25 per cent of the staff, or 
three men. The remaining nine 
men did only 25 per cent of the 
business. Thus we would have: 
Three men who turn in business 
totaling $30,000. Nine men who 
turn in business totaling $10,000. 
‘rhe nine men had equal opportu- 
nity and should have turned in 
$10,000 each, or $90,000. Hence the 
dealer’s volume should have been 
$120,000 instead of only $40,000. 
This leaves a potential loss of 
business of $80,000, plus the deal- 
er’s costs in unpaid withdrawals, 
demonstrations, etc. 

Turnover 


Further, dealers’ records prove 
that there is an average turnover 
of automobile salesmen in the 
state that exceeds 50 per cent a 
year. Out of this roving band of 
men, sales management hires and 
tries out an average of 20 appli- 
cants for sales positions to every- 
one whose services prove satis- 
factory and who remains with the 
organization over two years. The 
men who are hired and quit, or 
are fired, invariably leave the 
organization with an overdraft in 
the shape of salary, drawing ac- 
count, and very frequently con- 
siderable sums charged off to 
demonstrating car expense. As 
great as this loss was found to 
be, dealers stated it was minor 
compared to the loss occurring as 
a result of “bungled” deals—bum 
trades and loss of company’s 
good will. 

In reviewing, witn sales man- 
agers, the history of these so- 
called salesmen whose _ services 
proved to be so costly to the 
dealer and from whose ranks 
sales management was selecting 
sales personnel, it was invariably 
found that these men had failed 
in previous sales positions. A 
careful check of the movements 
of the men who constitute 75 per 
cent of the average force clearly 
showed that 50 per cent of their 
working hours was _ absolutely 
wasted. Due to inability to or- 
ganize their time, getting a late 
start, a disinclination to canvass, 
having the wrong mental atti- 
tude, and last, but not least, going 
out unequipped, three-fourths of 
the men now occupying automo- 
bile sales positions in Michigan 
are not qualified to sell cars and 


automobile salesmen in Michigan | could easily be replaced by one- 
sell or secure 75 per cent of the| third that number to the profit of 
leaving one-fourth of|the dealer and the remaining 
salesmen. 


business 
the business to be divided among 








In the field, sales management 
is frequently found insisting on 
salesmen making house to house 
calls in order to find new car 
prospects. The cost of this un- 
economical procedure will be ap- 
preciated by a realization that in 
only two years during the past 
20 did as many as 3 per cent of 
the total population of the coun- 
try purchase new automobiles in 
a single year. Applying this per- 
centage to the dealer’s particular 
community and assuming that in 
one year he could or did sell one- 
half of all the cars sold in his 
locality, his organization would 
have worked effectively with but 
L.5 per cent of the population of 
that community. If the dealer 
handled a popular line in a large 
city with a multiple dealer “set- 
up” and was successful in getting 
10 per cent of the total business 
chere, he would only have worked, 
in this instance, effectively with 
but three-tenths of 1 per cent. 
How can sales management ex- 
pect profit, sifting 99.7 per cent 
of the population in one area to 
find three-tenths of 1 per cent of 
the car buyers? By the same 
token, under such working condi- 
tions, how can salesmen possibly 
earn a living when all of their 
time is consumed looking for 
prospects. From 70 per cent to 
80 per cent of all cars in service 
today were bought by present 
Owners as used cars. Three per 
cent to 7 per cent of this group 
(depending upon the community) 
graduate to the new car field 
each year. In this case it takes 
from 15 to 33 years to convert 70 
per cent to 80 per cent of used 
car owners into new car buyers; 
sifting this group, therefore, to 
find new car buyers is a very un- 
economical procedure. 


In this same connection, records 
show that 20 to 30 per cent of 
current car owners are repeat 
new car buyers and the average 
length of time in which this 
group changes cars (according to 
the last NADA tabulation) is two 
and one-half years. However, 
this group makes up the staple 
element in every community and 
regardless of how often they 
change cars there is no doubt 
that salesmen devoting their ma- 
jor efforts to securing new car 
prospects in this group will find 
their efforts profitably rewarded, 
otherwise, securing prospects will 
be the equivalent of looking for a 
needle in a haystack. 


Forgotten Man 


A prominent sales executive of 
the motor industry is credited ' 
with the statement that the auto- 
mobile salesman is truly the 
“forgotten man.” In the files of 
the Michigan Automotive Trade 
Assn. is fresh evidence fully sub- 
stantiating the assertion. In 
Michigan, as elsewhere, there are 
sales organizations capably di- 
rected, but until sales managers 
generally in the state show a 
greater capacity for selecting, de- 
veloping and holding the right 
type of men to do the job, sales 
management will continue to fail 
in its responsibiliry to its com- 
pany, and salesmen continue to 
flounder. 

Epitor’s Note: A second instal- 
ment of “Profit With Every Sale” 
by S. W. McMichael, of the Michigan 
Automotive Trade Assn., will appear 


in an early issue of Automotive 
Daily News. 





Empire Sheet to Make 


Fuel Tank Terne Plate 


Mansfield, O., Dec. 20. — The 
Empire Sheet and Tinplate Co. 
is preparing to expand operations 
to include the manufacture of 
terne plate, used principally for 
automobile gasoline tanks. 

President C. H. Henkel said 
$300,000 worth of new machinery 
would be installed. Employment 
also will be increased, but he de- 
clined to say how many additional 
men would be needed. 

The manufacture of terne plate 
is expected to get under way in 
January, he said. 





7M and Chrysler 
Most Active With 
Packard Third 


By C. J. ALEXANDER 


New York, Dec. 20.— General 
Motors and Chrysler again this 
year have been the two most ac- 
tive stocks traded in on the New 
York Stock Exchange, holding 
their leadership of several years’ 
jstanding. In addition, 13 other 
jautomotive stocks are among the 
100 most heavily traded issues 
thus far this year. Packard 
‘ranked third among the motors 
‘and twelfth among all stocks on 
the “Big Board.” 


The turnover in General Motors 
in the first 11 months of this year 
amounted to 6,718,000 shares, as 
against 7,506,000 shares in the en- 
tire year 1934, while Chrysler 
trading totaled 6,252,000 shares in 
the 11 months, comparing with 
7,297,000 in all of last year. Pack- 
ard shares to change hands 
amounted to 3,317,000, as against 
2,408,000 in all of 1934. Packard 
jumped from 21st last year to 
12th in 1935. 


Studebaker ranked 14th among 
all stocks this year, as against 
70th in 1934. Murray Corp., 
Houdaille-Hershey B, Budd 
Wheel, Timken-Detroit and Gra- 
ham-Paige were among the first 
100 this year but were outside 
this group last year. Other auto- 
motive stocks among the first 100 
in 1935 were Electric Auto-Lite, 
Briggs, Bendix, Hudson, Nash 
and Libbey-Owens-Ford. 

Turnover of the 15 motors 
among the first 100 amounted to 
33,819,000 shares in the 11 months 
of 1935, or 10 per cent of the 
entire trading on the Exchange, 
as against 29,025,000 shares, or 9 
per cent of the total, in the full 
year 1934. 


This was another active week 
for dividends, marked by resump- 
tions, increased rates, special and 
extra disbursements. And Vogt 
Mfg. declared a wage dividend of 
1% to 5 per cent for employes 
with the company two years or 
‘more. Vogt also declared an ex- 
tra of 50 cents a share on its 
stock, payable Dec, 28 to stock of 
record Dec. 18. 


Firestone increased the quart- 
erly rate on its common stock 
from 10 to 30 cents, putting the 
stock on an annual basis of $1.20, 
7s against 40 cents formerly. The 
increased dividend will be paid 
Jan. 20 to stockholders of record 
Jan. 3. This company also de- 
clared the regular of $1.50 on its 
preferred, payable Mar. 1 to stock 
of record Feb. 15. 


Midland Steel Products re- 
sumed dividends by making 
declarations on both the common 
and preferred for the first time 
since Jan. 1, 1932. The common 
dividend declared this week was 
25 cents, while 50 cents was de- 
clared on the preferred, both 
payable Jan. 1 to stock of record 
Dec. 23. Marlin Rockwell de- 
clared a special dividend of $1.25 
and the regular quarterly of 50 
cents, payable Jan. 2 to stock of 
record Dec. 21. Electric Auto-Lite 
declared 30 cents on the common 
and the regular of $1.75 on the 
preferred, payable Jan. 2 to stock 


Budd Earnings 
Expected Lifted 


Philadelphia, Dec. 20.—It is ex- 
pected that Budd Mfg. Co.’s earn- 
ings for the current quarter will 
be well ahead of last year and 
result in a substantial profit. 

Present high production, due to 
early automobile announcement 
dates, is responsible for the im- 
provement, Budd officials said. 

Expense of getting body opera- 
tions under way was almost com- 
pletely absorbed in the third 
quarter. 
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[5 Automotives Among Most Heavily Traded Stocks 


of record Dec. 26. This company 
resumed payments on the com- 
mon three months ago with a 
similar dividend, 


General Tire & Rubber de- 
clared $1.50 on its 6 per cent pre- 
ferred stock and giving effect to 
this payment, arrears on the 
stock will amount to $7.50 a share. 


Stockholders of Thompson Prod- 
ucts will vote on Jan. 15 on pro- 
posal to create 10,000 shares of 5 
per cent prior preference stock 
and to increase authorized com- 
mon from 300,000 to 500,000 shares. 
It is proposed to retire the pres- 
ent 7 per cent preferred and 
eliminate $600,000 bank indebted- 
ness. The old preferred would be 
retired through exchange of new 
on basis of 1.1 shares of new for 
one old. 


Stockholders of Gemmer Mfg. 
have approved'a plan by which 
accumulations of $10.50 of divi- 
dends on Class A shares will be 
wiped out. For every five shares 
of A stock, holders will receive 
six new A shares and one new B 
share. New A _ stock will be 
cumulative at the rate of $2 an- 
nually per share when earned and 
would be callable at $25. New 
Class B would be _ exchanged 
share for share for present B 
stock. 

Price movement of automotive 
stocks was irregular again this 
week, with intermittent rallies 
and _ sell-offs. ‘The Automotive 
Daily News stock price averages 
for Wednesday, Dec. 18, com- 
pared as follows with a week 
earlier and a year ago: 

Last This Year 
Week Week Change Ago 
. 39.35 38.38 —0.97 22.41 
41.57 40.47 —1.10 

1.15 35.75 0.40 


—f),23 


24 Motors ........ 
10 Car-truck co’s.. 
10 Parts-accessories f 
4 Tire-rubbers .... 18.59 18.36 17,17 

Bendix Aviation was one of the 
features of the week, closing with 
a net gain in the face of losses 
by most of the remaining parts 
and accessory stocks. Chrysler 
finished the week covered by the 
averages unchanged but General 
Motors was more than a point 
lower, causing the car and truck 
company averages to sag. Tire 
shares were slightly weak, all the 
leaders declining fractionally ex- 
cept U. S. Rubber, which was un- 
changed, 


23 








increasing activity. 
current 


The closing was strong. 








GM Will Build $7,000,000 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Dec. 20, 3:00 P.M.—After irregularity in the fore- 

noon, automotive stocks turned strong this afternoon on 
Chrysler made a new high for the 
move and General Motors also was higher on 
heavy buying. Bendix was among the most active issues. 


Die Plant at Grand Rapids 


(Continued from Page 1) 


vice-president of Fisher Body in 
charge of operations, will be 
transferred to Grand Rapids, 
Mich., as resident manager of the 
new plant. 

The plant, a modern daylight 
structure containing some 400,000 
square feet of floor space, will 
have a capacity of 2,000 complete 
sets of stamping daily, and will 
serve as a source of supply for all 
assembly plants in the country. 

“The plant will consist of two 
major departments,” Fisher de- 
clared. “One is to be devoted to 
the production of large stamping 
dies and tools. The other will 
have facilities for fabricating a 
complete line of panels and other 


city is needed immediately to aug- 
ment the facilities of our present 
die shops. 

“The Grand Rapids unit will be 
completely equipped to produce 
all varieties of metal parts em- 
ployed in body construction. Its 
location has been carefully se- 
lected, sq that distribution to all 
assembly plants can be accom- 
plished promptly and economi- 
| cally. 

Construction work on an &80-acre 
tract purchased as a site for the 


; a | bodies. 
metal parts used in body-building. | 


“The additional die shop capa- | 


| tend 20 feet below. 


|section of 


plant will begin shortly after the 
first of the year, Fisher states. 
Operations will be started early 
in March, when the first units of 
the structure are scheduled to 
open. By the time the remainder 
are completed in the summer, it 
is expected that the number of 
employes will have reached 1,000. 
Eventual employment for from 
1,800 to 2,000 workers, with an 
annual pay roll totaling more than 

2,500,000 is considered a certainty. 

The die shop will be capable of 
producing the largest types em- 
ployed in automobile body con- 
struction, including those required 
in the fabrication of the solid steel 
“turret top” of the new Fisher 
These weigh from 36 to 
70 tons. 

The portion of the building de- 
voted to the press shop will rise 
66 feet above the ground and ex- 
Included in 
the equipment purchased for this 
the plant are four 
mammoth “turret top” presses, 
each of which stand more than 
4% stories in height, weigh from 
400 to 500 tons, and exert pres- 
sures up to 2,250 tons. 

The Grand Rapids Stamping 
division will supply stampings and 
metal parts to all assembly plants 
throughout the country. 
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1935 


NEW YORK 


Allis Chalmers Mfg. 

32% American C. & F. 

313%, American Chain 

451, Auburn Auto 

24 Bendix Aviation 

5114 Bethlehem Steel 

597s Bohn A. & B. 

6514 Borg-Warner 

553% Briges Mfg. .... 

9%, Budd Mfg., E. G. 

14% Budd Wheel Co. . 

14 Chicago Yellow Cab (1) 

90 Chrysler 7 <a 

27% Clark Equinment 

48), Cleveland Gr. Br. 

48% Collins & Aikman .. 
Commercial Credit 

Commercial Investment T. 

Continental Motors 

Curtiss-Wright 

Curtiss-Wright A 

du Pont de Nemours . 

Eaton Mfg. 

Electric Auto-Lite 

Electric Storage Battery 

Evans Products 

Federal Motor . a 

Firestone T. & R. .. 

Gabriel Co. A ...... 

General Electric (80c) 

General Motors . 

Glidden oor 

Goodrich, B. F. ... 

Goodyear T. & R. . 

Graham-Paige 

Hayes Body Corp. 

Houdaille-Hershey 

Houdaille-Hershey 

Hudson Motor 

Hupp Motor 

International Harvester 

Johns-Manville 

Kelsey-Hayes W. ...... : 

Kelsey-Hayes W. B. .... 

Lee Rubber & Tire 


High 


7 
377s 


1935 


Low 


; Last Sale 
Dec. 20 Dec. 13 | High 


34¥4 331% 
29! 5 295% 
30 30", 
36), 3654 
22", 20'5 
47"% 46%, 
49%, 49! ‘ 14% 71% 
625% 62 21% 4% 
51% 51% 19), 11 
8%, 9 |21 12 
12 71, 31, 
13 16's 
84% 5% 2" 
26% | 20%, 9 
46 15% 10% 
46'% ag! 4 3! a 
47, 8 
61% 
21 
3% 
87/5 
135) 
267s 
34), 


21" 
12%4 
18% 
20 


4914, 
26'» 
281, 
4st, 
24% Bl, 
“9 17'% 


Nash 


29! 


18% 


2654, 
5 
11% 


721 





VU. 


NEW YORK 


Libbey-Owens-Ford Glass 
Ludlum Steel : 
Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 

Motor Products 

Motor Wheel 

Murray Corp. 


Pacific Mills eee 
Packard ar 
Raybestos Manhattan 
Reo Motor .... ° 
Republic Steel Corp 
Socony Vacuum 
Sparks- Withington 
Snicer Mfg. 
Stewart-Warner 
8 Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Detroit 
2% 28 Timken Roller Bearing 
se § 
S. Rubber 


Axle 


Industrial 


Alcohol 


Westinghouse E. & M. . 


White 


Motors 


Yellow Truck sanh 
Young Spring & Wire 


Asbestos 


CHICAGO 
Mfg. 


Bendix Aviation 
Borg-Warner ....... 
Houdaille-Hershey B .. 
Modine Mfg. 

Perfect Circle 


Pines 


Winterfront 


DETROIT 


Federal Mogul 

Hall Lamp Co. 
Hoover Steel Ball ... 
Motor Wheel .... 
Murray Corp .... 
Timken-Detroit 


Thompson Prod. 
Stock Set-up 
May be Changed 


Dec. 20.—A proposal 
for Thompson Products, Inc., to 
increase working capital, retire 
bank loans of $600,000 and re- 
imburse the treasury for expense 
in acquiring Toledo Steel Products 
is contained in a letter being sent 
to stockholders of the company. 

It is proposed to create an issue 
of 10,000 shares of 5 per cent prior 
preference stocks, no par value, 
to be exchanged for outstanding 
7 per cent preferred at the rate of 
1.1 shares of new for each of the 
old. Accumulations on the pres- 
ent preferred of $12.25 as of Dec. 
1, will be paid in cash, along with 
any fractional shares involved. 
Preferred stockholders not ac- 
cepting the exchange offer will be 
allowed to redeem their shares at 
$110 and accrued dividends. 

The new stock would be con- 
vertible into common at $100 a 
share for the prior preference 
stock and not less than $30 a 
share for the common, and will 
be redeemable at $105 and ac- 
crued dividends. 

A special meeting 
holders will be held 
vote on the proposal. 


Cleveland, 


stock- 
15 to 


of 
Jan. 


Edward R. Stettinius 
Heads U. S. Steel Finance 

New York, Dec. 20.—Edward R. 
Stettinius, former General Motors 
vice-president, has been named 
chairman of the finance commit- 
tee of the United States Steel 
Corp. 

Stettinius, son of the late Ed- 
ward R. Stettinius, a partner in 
J. P. Morgan & Co., thus becomes 
a leading executive in the world’s 
largest steel corporation at the 
age of 35. 

Stettinius made his 
General Motors Corp. 
became a vice-president before 
entering the steel corporation in 
1934. He joined GM in 1924 
through the Hyatt Roller Bearing 
Co. In 1930 he became assistant 
to Alfred P. Sloan ir., and in May, 
1931, he was elected vice-presi- 
dent. 

In 1933 he was chief lieutenant 
of Walter C. Teagle in the “share 
the work” program, and, in the 
final half of that year was in 
Washington officer of the 
industrial advisory board. 


mark with 
where he 


as an 


Collins & Aikman Gain 
$3.026.683 in 9 Mos. 

New York, Dec. 20..-The Collins 
& Aikman Corp. and its subsidi- 
ary, textile fabric manufacturers, 
report for the nine months ended 
on Nov. 30, a net profit of $3,020,- 
683 after depreciation, Federal in- 
come taxes and other charges. 
After dividend requirements on 
the 7 per cent preferred stock 
this equals $4.78 a share on 562,- 
800 no-par shares of common 
stock, excluding treasury shares. 
It compares with a net loss of 
$254,780 for the nine months 
ended on Dec. 1, 1934. 

For the quarter ended Nov. 30, 
indicated net profit was $1,264,944 
after charges and taxes, equal to 
$2.05 a share on the common 
stock. This compares with a net 
loss of $225,794 a year before. 


aR RaEici in GM 
337.218 on Nov. 14 


New York, Dec. 20.—General 
Motors Corp. stockholders for the 
fourth quarter totaled 337,218, 
compared with 345,004 in the pre- 
ceding quarter and 350,164 in the 
same quarter last year. 

Common stockholders numbered 
317,500 and preferred stockholders 
19,718 on Nov. 14, date of record 
for dividend payments on these 
issues. In the third quarter there 
were 325,430 common holders and 
19,574 preferred. 











T.. 1936 line-up of motor cars is 
an impressive sight. What beauty! 
What variety! Stunning style out- 
side—advanced design inside! Cars 
that will out-perform their prede- 
cessors giving speedier, smoother, 
more economical transportation. 





















It is gratifying to know that so many 
leading motor cars—more than ever 
before—are depending on Bohn for 
such important parts as BOHNALITE 
CYLINDER HEADS—BOHN RING 
TRUE BEARINGS—and NELSON 
BOHNALITE (Strut Type) PISTONS 
in their new models. 


The car you sell—or buy—should 
be equipped with these products— 
they add that certain “something” 
that assures better performance. 


Ny 
* 


BOHN ALUMINUM AND BRASS CORPORATION 
Executive Offices—1400 Lafayette Building—Detroit, Michigan | 





